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EATURING (hopper — MADE OVER 
‘CONTROLLED MEASUREMENT” LASTS 


Ihe hottest thing in the U. S. Army is also one of the hottest 
ings in up-to-the-minute footwear. JEEPS—a stout (yet 
praceful) go-anywhere line of shoes that's getting rave notices 
rom fashion editors coast to coast. We show here the 
Chopper,"" a pert number made over Vulcan's “Controlled 
easurement'’ Lasts—selected by Johnson-Stephens & Shinkle 
or both style and superior fitting qualities. 


oe and more shoe manufacturers have come to regard 
ilcan's “Controlled Measurement" Lasts one of the industry's 
as significant advancements in years. 


_ VULCAN CORPORATION 
General Offices: Portsmouth, Ohio 
apneiian. Nantes Hea cn. .Y- Brockton, Mass. 


_ JEEPS 


JOHNSON-STEPHENS & SHINKLE’S 
STURDY, SPORTY, PERFECT- 
FITTING NEW SHOE LINE... 











when theyre shoes of 


TANDRITE 


they ‘re COLORS of uncompromising 


exeellenece £ 


Tandrite’s colors have always been 
famous for their lovely, lustrous 
beauty. Now, with the number of 
colors limited by government order, 
enterprising manufacturers are rely- 
ing more than ever on Tandrite to 
enhance the smartness of their new 
seasonal models. And, in texture and 
finish as well as in color, Tandrite Calf 
is a leather that is continuously dem- 
onstrating how it helps shorten the 
trips to the fitting stool and increase 
the ones to the wrapping counter ! 





One Grade Only 
THE BEST 


Georgia Pattern by 

RICE-O’NEILL SHOE COMPANY, St. Louis 
Made of Hubschman’s Army Russet 

Calf No. 924 on their 15/8th square toe last. 








FOR SMART YOUNG WOMEN 


Simplification of style which the Government has asked for and 
which busy young women are readily accepting actually gives 
‘classic’ types greater appeal. The Loop Tie illustrated is another 
of the 'wrap-ups' from the Kali-sten-iks MADAM-ETTES line 
Besides the quality and comfort which this attractive number gives 
to your customer your fitting problems are also simplified by the 
extreme narrow and wide widths we carry, all on 12/8 to 14/8 

These elements really make our MADAM-ETTES line 
a capital asset for leading stores and shoe departments. They 
also net your customers more for their money! 


THE GILBERT SHOE CO. Chern THIENSVILLE, WISCONSIN 
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Enter Your Store Because JOHNSONIANS 


Give PerFORMance Values 


Cooperation is the great slogan of 
Democracy. It is much in evidence in 
retailing, too — for JOHNSONIAN 
dealers are proud to display the 
JOHNSONIAN Symbol and Shield 
in their windows as a token of the 
national importance of good shoes 


for dress and for increased activity. 


JOHNSONIAN Shoes maintain their stand- 
ards of good values through the vigilance 
end vigor of a powerful organization, 


geared to wartime purposeful work in 
behalf of Active American men. rene HAS BEEN ADDED 
Sanitized FOR PROTECTION 
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8558—Tan One Strap 
Military Blucher. Ook 
Sole, Grain insole 
Lecther Heel. 8, C 
D, 6-12. 
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Peal ¥ pris 


NEXT SUMMER. 


HE WHITE KID 
IN EVERYONE'S 
~MIND IS 


P.S. Dont trust 
to luck / 


Washable WHITE KID 


‘THE WHITEST WA/TE™ 








ea 








A Celasti 
this attractive shoe for war 
strong, durable pox while maintaining 


trim lines- 


AFTER HOURS 


Wartime limitations may affect ©* 
ternal styling put the character form- 
ing lines of the last will always find 


their truest expression through the 


conformability of Celastic- 





AFTER HOURS- 


WITH CELASTIC 


When the woman war worker’s 


day is done and the moment for 
well earned relaxation is at hand, 


there comes the desire to “dress 


2? 


up”. 

In footwear for leisure hours 
Celastic provides absolute toe 
comfort with smooth wrinkle free 
toe linings, and in addition brings 
an extra measure of style to the 
shoe by accurately reproducing 


the clean cut lines of the last. 


During work hours, foot comfort 
is protected with a Celastic box 
toe of larger pattern and heavier 

EVERY PAIR OF SHOES MADE WITH | weight, fused into a shoe of 
serviceable styling. 


“w 
THE QUALITY 
BOX TOE 


RESPONDS TO FEET IN MOTION 





UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 











On the top of the huge furnace in which Vita- 
Tempered Steel Shanks are processed, an 
electronic tube “watches” the red hot metal. 
The slightest change in color, an indicator 
of temperature, is instantly detected and 
numerous controls act to maintain the de- 
sired heat. No human supervision could be 
so close —so quick to act. 


Moving continuously, the shanks are heat 
treated, quenched in hot salts (where a fun- 
damental change takes place in the grain 
structure of the metal) washed, rinsed and 
dried. The electric eye is but one of the 
coordinated temperature and time controls 
which operate automatically to produee 
steel shanks with unusual uniformity of 
bend and temper — in individual shanks and 
throughout entire lots. 





OTHER SHOEMAKING ADVANTAGES 
WITH VITA-TEMPERED SHANKS 


Be This new and different method of tem- 
pering, called ‘‘the first fundamental change 
during modern times in the art of heat treat- 
ing steel’’—provides a harder, tougher and 
more rigid shank. 


2. Vita Tempering avoids the shock of con- 
ventional quenching methods by immersing 
the shanks in a bath of molten salt. Stresses 
and strains in the metal which would cause 
distortion, are thus eliminated. 


3. Specially processed gases are introduced 
into the furnace to do away with dirty carbon 
scale on the surface of the metal. The elim- 
ination of the oil quench further adds to the 
cleanness of the shanks. Clean shanks mean 
cleaner shoes. 





UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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ROUND HEELS 
SHOULDNT BE Aiacbed (Lat 


See this sensational foot-comfort discovery. Compare the new 
cupped heel-bose with the ficiness of other shoes. it's Cradle 
Heel Tred, invented by o noted shoe speciolist in 
ROCHESTER, MINN. FAMOUS MEDICAL CENTER. 


CRADLE 
HEEL TREO 

















A bulky beauty. Genuine 
Queensbury heavyweight 
calfskin; double soles. 
One of many snort styles. 


Da you ever rest a weary foot by 
cupping the heel in the hollow of your 
hand? That is the comfort principle of 
Cradle Heel Tred. 

Look into your shoes. Does that flot 
heel and arch really fit the bottom of 
your foot? Cradle Heel Tred’s cupped 


socket matches curve with curve, to give * 


o natural foundation . . . like a footprint 


A Few of 
CRADLE HEEL TRED’S 
“Who's Who”’ 











Joseph Frank & Son 
Labiche's 
Coward Shoe 
Silberberg's 
Hastings 


Farr Bros Nashville 
Baltimore . .N. Hess’ Sons 
Boston Coward Shoe 
Brooklyn Coward Shoe 
Buffalo Wm. Eastwood & Son Oakland 
Canton Harry Smith Palm Beach Richards Shoes 
M. L. Rothschild Peoria Welander's 
Philadelphia . Freeman Shoe Stores 
Pittsburgh Frank & Seder 
F. E. Ballou 


Brittoin's 


Allentown 
New Orleans 
New York 


Niagera Falls 


Chicago 
Council Bluffs. lowa Clothes Shop 
Dallas . Volk Bros 
Denver May Company Providence 
Duluth M. Cook & Sons Raleigh 

Rochester. .Wm. Eastwood & Son 
Salt Lake City .... Ptibbs 
San Antonio 


Elgin. . Ettner's 
Erie Isaac Baker & Sons 
Fort Worth John L. Ashe 
Hartford. . Brownie'’s Men's Shop 


Frank Bros 
Hastings 

The Wardrobe 
Lewis & Reilly 


San Francisco 
Sen Jose 
Scranton 


Hollywood Young's 
Houston Byrd's 
Indianapolis Marrott Seattle 
Graves Cox evese Silen’s 
John Reyer & Cc 
Be S Martin 
Myers Brcs 
Coyd-Richardson 
L. Rothschiid 
White House 

B. Rich's Sons 

& Q. Clothiers 


Nordstrom's 
Lexington 
Lima Crawford's Sheron, Pa 
Los Angeles Young's Sioux City 
Madison The Hub Springheld, II! 
Medford Kidd Shoe Co St. Louis 
Memphis M. Lewis’ Sons St. Poul. . 
Miami Richards Bootery Tucson. . 

- Schuster's 


aut Washington 
.M. L. Rothschild 


Wichita Falls 


Milwaukee 
Minneapolis 








in sand. It utilizes the foot's “upholstery” 
to provide self-cushioned support for 
the 85 per cent of your weight thot is 
corried by your heels. 

Only Bootmaker Guild Shoes hove 
Cradle Heel Tred. They ore shoes of 
outstanding quality ... richly leathered, 
styled with great distinction. You owe 
it to yourself to see them. 


FOR DEALER'S NAME, IF NOT LISTED, WRITE FREEMAN SHOE CORPORATION, 
BOOTMAKER GUILD DIVISION, BELOIT, WIS. 


Lexngton 


Ooklyn 
a Wa. Eastwood & 
Horry Seith 
L. Rothschild 
Coun sone Bile cn igh 


Groves Cox 
Crawtord’s 


voson 
Washing! B. Rich 
Wicking” Falls S.@ % Clothiers 


Bootmaker Guild Shoes 


“FREEMAN 


ALSO MAKERS OF FREEMAN MASTER FITTERS AND FREEMAN FINE SHOES 
“WORN WITH PRIDE BY MILLIONS” 
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Frese leading shoe merchants are honor- 
roll’'d in a striking color advertisement 
(shown here in miniature) in the Nov. 7 issue of 
the Saturday Evening Post. But they are only a 
few of our dealers—space simply doesn’t permit 
mentioning everybody every time! 

A series of Bootmaker Guild Shoe advertise- 
ments is appearing in the Post. Millions of 
people are reading about Cradle Heel Tred, the 
exclusive comfort feature that is making shoe 
history. 

With style and value to match their heel-cup- 
ping comfort, Bootmaker Guild Shoes are the 
fastest-selling mew line in the quality field. Better 
investigate! 


Write for Catalog. Ask Our Representative to Call. 
FREEMAN SHOE CORPORATION, 
BOOTMAKER GUILD DIVISION, BELOIT, Wis. 
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Snuggle Calf | 








‘ CLASSIC 


BY MARSHALL, MEADOWS & STEWART, INC. 
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@ The retailer’s solution to the problem of 
fewer styles lies in adaptation. To maintain volume 
and profits today a different selling approach is neces- 
sary. Talk lasting fit, comfort, quality and service — 
go after new customers — build up repeat business by 
insuring satisfaction on every sale. For years some of 
the most successful retailers in the business have 
prospered by featuring fit alone. Their style range is 
not great but they carry a wide assortment of sizes 
and widths in order to properly fit any customer — 
and their turnover is terrific. Now’s the time to change 
to their strategy . . . and, with Fortune’s exceptional 
in-stock styles available in widths from AAA to EEE, 
you too can increase your turnover and profits. Fortune 
salesmen are now showing the new Spring line — don’t 
miss it! 

FREE to retail clerks: Fortune’s new, handy, pocket-size 


booklet, All About Conservation Order M-217. Write 
for your copy of this valuable booklet today! 


@ STRIPPED FOR ACTION—aptly describes Fortune’s new line 
for Spring and Summer — designed in compliance with all new regula- 
tions, but designed with patterns and materials that shout salability! 
Fortune Shoes, frozen at America’s favorite retail price, were recently 


voted the leading brand in this price range in style and value — a tribute 


to Fortune shown in a recent survey of retailers from coast to coast! 


Fotlune backs you sof Co Kege you tie feat’ / 


\——- . as 
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SCUFFLESS 
“PYRAHEEL” 


CLASSICS 


by Marshail, Meadows & Stewart, 
Auburn, New York, show three of 
the “Pyraheel” grains now used 
in this highly successful shoe line, 


HEELING or walking, here’s down-to- 

earth talk for women who want shoes 
smart enough for the office and tough enough 
to get there. 

Du Pont “Pyraheel” plastic heel covering 
looks like leather . . . gives prolonged wear 
. .. resists scuffing, scratching, staining or 
fading in snow or rain. 




























cI Seupilece- “PYRAHEEL’ 


BETTER THINGS FOR BETTER pEVENWEG. we eo oe THROVER CHEMISTRY 





WY 


Look over your present stocks. Plenty of your 
best styles are made with Du Pont “Pyraheel” 
now. For spring, specify it on all covered 
heel types, including built-up leather effects. 
Most leading shoe manufacturers use it. 
For sources, write E. I. du Pont de Nemours 


& Co. (Inc.), Plastics Dept., Arlington, N. J. 


Be | 


REG. U. S. PAT. OFF. 
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beautify the feet. Reliable and time-tested McNeely 
KIDSKIN is used in natural-walking shoes... 


shoes well designed for smooth-fitting comfort. 


GLAZED KID SUPER-CRUSHED 


Town Brown 25 Black 

Army Russet 28 Town Brown 25 
Turftan 19 Turftan 30 
Bluejacket 88 Bluejacket 88 


SHOE BY SELBY SHOE COMPANY 


MeNEELY DIVISION 


cMlied Kid Company 


HUNTINGDON AND FAIRHILL STS., PHILADELPHIA, PA. 
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EXPECT the unexpected! War 
plays many freakish tricks on fash- 
ion! Somewhere the fashion started 
for shorter skirts—an inch or two 
above the knees. We saw it in Pitts- 
vurgh, mostly in the teen girl ages 
but even at that, the skirts were 
“shorty short” on many a girl in 
the twenties. 

There is no explaining it. There 
it is—that long expanse of limb 
seems to look best with high heel, 
plain strip pumps. Whether it is a 
fact that the new cotton and rayon 
hose have a bulky look and feel; 
and girls are trying to compensate 
for the appearance of these hose 





with a longer leg line, is something 
that’s beyond our ken as a fashion 
behavior reason. But there it is; 
and it’s shorter skirts the country 
over—particularly with girls who 
have trim “stems.” 

Certainly the high heel pump is 
a different theme from what the 
shoe trade expected. The woman in 
uniform may want oxfords and low 
heels; the girl at work may want 
even lower heels and moccasins; but 
the dressy young things that carry 
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the torch for femininity are display- 
ing an interest in plain strip pumps. 

Here’s an Army slant on women’s 
styling from Thomas Brigance, who 
is one of New York’s younger de- 
signers, now in the Army. He says: 
“The men in the Army set a high 
premium on femininity,” and was 
quoted as follows: 








“First of all, men want their 
women to look gay; they don’t want 
them to have that ‘wartime look.’ 
They will come back from a day’s 
leave with accounts of how many 
red coats or suits they saw girls 
wearing in town. Remarks that one 
hears the boys make are: ‘Gee, I 
met a girl who has class,’ or ‘I like 
to see a girl with charm.’ 

“Don’t think for a moment that 
the doughboys arrd officers, too, are 
not aware of style. It forms a con- 
siderable portion of their leisure- 
time conversation. They are keen 
observers of hats and coiffures. They 
like to feel that girls have made 
themselves look attractive for them 
and not, again to quote the dough- 
boy, ‘like a map of the war.’ They 
don’t want freakish styles.” 


To walk again—is the miracle of 
patience developed by the Austra- 
lian nurse back in the Queensland 
bush and now known as the Sister 
Kenny Method. A demonstration of 
her treatment of passive exercise of 
muscles and continued exercise 
through the patient’s own efforts, 
was given at the Hospital for Special 
Surgery on 42nd Street, New York 
City—just two blocks away from 
our office. 

A sweet little nine-year-old girl, 
Ellen Maria McGurk, was afflicted 
with infantile paralysis 72 days ago. 
She walked again, unaided, a dozen 
sure steps, through the skill and 





handiwork of Sister Kenny plus the 
application of hot packs. Seventy- 
two days ago she was unable to 
raise her head and shoulders from 
the bed. Today she walked again. 
What miracles! She expects to be 
ready for her confirmation on Nov. 
17, when she attends this service 
with her twin sister. 

The entire medical world has been 
watching the revolutionary paralysis 
treatment of Sister Elizabeth Kenny. 


13 








The Journal of the American Medi- 
cal Association recently approved 
the method. 

Now we reach the stage when 
footwear, progressively adapted to 
the strengthened muscles, will re- 
store the full function of loco- 
motion. 

How wonderful indeed are the 
works of God, through human 
hands. 
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ALAN S. BROWN of the Brown 
Shoe Store, Springville, New York, 
says: 

“I operate a comparatively small 
country shoe store, in a village of 
three thousand people, serving a 
shopping district of perhaps twice 
the population. Our main interest 
is how best to improve our business. 
Interest in all other phases of the 
shoe business is secondary. 





“You may not believe it, but sell- 
ing in a small community differs 
greatly from selling in a city. Of 
course, the underlying principles 
are the same, but we have to be care- 
ful not to oversell, not to offend in 
any way, because our prospects for 
customers are limited. We are our 
own sales managers, even our own 
salesmen. 

“A good salesman is generally a 
poor bookkeeper or accountant and 
vice versa. We are suckers for in- 
volved systems that show us our 
inventory, our turn over, our ‘this’ 
and our ‘that’ at the expense of 
hours of concentrated effort at the 
desk, and more hours of worry. We 
cannot afford to hire a stenographer, 
bookkeeper, or accountant. We must 
do these things ourselves. 

“I am only bringing before you 
a fact that you must already know: 
the little merchant in the twenty to 
fifty thousand a year class must be 
practically a superman to be a suc- 
cess in each branch of his necessary 
endeavor. I have yet to meet even 
an approximation of such an ll- 
around man. But, I know from bit- 
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A HEAP BIG INDUSTRY 


j NEw Yo 
A PRETTY GooD 
> SHOE MARKET 
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—What with priorities, allocations, 
conservations and general dys- 
pepsia, the shoe industry has 
gone through quite a siege. 

—But it's interesting to figure how 
great our industry is in times of 
normalcy. 

—For example, New York City 
(metropolitan area) consumes 
more shoes by several million 
pairs, than the entire Dominion of 
Canada. 

—Or 15,000,000 more pairs than 
Norway and Sweden combined. 
—Or more than twice as many pairs 

as Australia. 

—The U. S. A. consumes four times 
as many pairs as England, Scot- 
land, Wales and Ireland com- 
bined. 

—We're in a heap big war now and 
this picture of consumption may 
be temporarily dislocated. 

—But there are still 120,000,000 ci- 
vilians to be shod. 

—And the War isn't going to last 
forever. 

—And there is a Future! 


EUs vTe © eee 


President 





ter drudgery that a man can im- 
prove himself in many of these 
phases of his business, if not to ac- 
tual efficiency at least to passable 
mediocrity.” 
* * * 

THE Minna Lee Women’s Shops on 
Lincoln Road, Miami Beach, Fla., 
will reverse a policy of 15 years’ 
standing and introduce shoes for 
children in the Young Colony Shop 
which specializes in smart fashions 
for the younger element. A fashion 
show at the store, featuring chil- 
dren’s shoes, will be held at the 
official opening of the season, on 
Nov. 16. 


PAUL MILLER of Meyer’s Depart- 
ment Store in Greensboro, N. C.. 
says: 

“I think that the American peo- 
ple, all of them (for don’t every liv- 
ing one of them wear shoes on their 
feet), should be told the truth about 
shoes. In the months to come every 
person who buys a pair of shoes is 
going to want to know the answers 
to a lot of puzzling questions—ques- 
tions which affect every person in 
this country. 

“It is up to us, the shoe salesmen, 
to educate our customers, to let them 
know the facts. We must tell them 
about such things as_ shortages. 
transportation difficulties, lack of 
labor, lack of materials, inferiority 
of materials, discontinuations of 
styles, and substitutes for comfort- 
able, durable footwear. 


“You know, it has been said time 








and time again that we Americans 
are mere slackers; that we have 
fallen down in our war effort be- 
cause we aren’t interested enough 
or don’t have the energy to work 
and fight side by side; to accept the 
same restrictions that are so neces- 
sary in times of war. I think we are 
wrong. I think the American pub- 
lic—yes the American shoe buyer 
—has the stuff to face the situation 
intelligently. I think the American 
people have the stuff to take things 
as they are destined to be—if these 
things will push our nation forward 
to a new victory. 

“I think there presents itself a 
challenge to every shoe salesman in 
the shoe industry to do his share in 
presenting the facts; presenting 
them truthfully and seriously, to the 
American consumer. By educating 
your customers you will be building 
for yourselves and your firms good- 
will that millions of dollars’ worth 
of advertising couldn’t obtain for 
you. 

“Yes, fellow shoe men, we have a 
job to do. Pull out those fitting 
stools and go to work. Go to work 
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for victory! We have a job to per- 
form. And we will perform it well!” 
* a” * 


“THIS is one of the toughest sea- 
sons I have ever tried to dope out,” 
says Frank Crapo, men’s shoe buyer 
for the several Desmond Clothing 
Company shoe departments in 
Southern California. 
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“This M-217 Order and the di- 
rect effects of the war itself, means 
the biggest change in shoe styling 
we have ever experienced. Buyers 
must have the right answers to a 
lot of questions—such as ‘What will 
be the 1943 sport shoe business now 
that the government has taken care 
of the two-tone problem?’ ‘How 
will the public take to the pseudo 
wing tips?’ “What will happen to 
our young men’s trade?’ and the 
like. 

“Desmond’s has always done an 
excellent military uniform business, 
so this season the military shoe 
business is more than taking care 
of the loss in unit sales from our 
regular customers who are in the 
Armed Services elsewhere. Civilians 
also like these same kinds of shoes, 
which the Army and Navy men are 
buying, so there is a problem in get- 
ting enough of these types to supply 
the demand. 

“Our Palm Springs store opened 
a month earlier than usual due to 
the military activities in that area. 
Usually this store does a tremen- 
dous job in casuals, but so far this 
season the shoe sales have been just 
the regular shoes. Possibly this is 
due to the fact that the vacationists 
have not yet begun to make their 
Palm Springs visits.” 

* * ” 
INVENTORY control is one of the 
present topics of the day. The basis 
of its study is to bring about an 
equitable distribution of inventory. 
The Special Wholesale and Retail 
Inventory Policy Committee _re- 
ported to Joseph L. Weiner, Deputy 
Director of the War Production 
Board’s Office of Civilian supply. 
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They found the following general 
conditions of inventories: 

“1. In general the inventories of whole- 
salers and manufacturers are ‘normal’ or 
below ‘normal’ in relation to sales. This 
condition has been the result of an un- 
usually active demand and the limitation 
of production in many lines. 

“2. The inventory situation in the chain 
store field is spotty; men’s wear and va- 
riety store chain systems have accumu- 
lated exceptionally heavy stocks while the 
inventories of grocery, drug and shoe 
chain systems are below ‘normal’ in rela- 
tion to their sales. 

“3. The inventories of department 
stores, especially the large stores, are ex- 
cessive in relation to their sales. 

“The inventories of large independent 
retail stores have increased at a much 
more rapid rate than their sales. The re- 
verse has been true of the small inde- 
pendents.” 


The committee explained it had 
excluded from the inventory regu- 
lation companies doing less than 
$100,000 a year and having inven- 
tories of less than $25,000. Facts 
collected during the survey indicate 
that large firms have been much 
more active than small ones in ac- 
cumulating inventories and that 
small companies usually lack the 
liquid financial resources with which 
to bid for merchandise that is scarce 


or potentially scarce. 
* * * 


CURRENT ads are keyed to realis- 
lic themes. For example, the J. L. 


Hudson Company of Detroit, Mich., 
emphasizes : 

“ON DUTY SHOES—Put Your 
Feet Firmly On The Ground—We 
know you are standing, walking 
more these days—we know you want 
shoes that help you stand up to your 
job! So, whether you are a busy 
mother doing her own marketing on 
foot; a business woman with more 
walking on her mind; or a slacks- 
wearing war worker—here are your 
shoes. Practical oxfords that come 
down to earth for heels. Shoes that 
do the same thing for your feet that 
your best-tailored suit does for your 
figure. And above all, they put your 
feet on the ground.” 








A PAIR of 16-EE shoes enabled 
Herbert Fruitman, of San Diego, 
Cal., age 19, weight 210 pounds, 
height 6 feet, 3 inches, to join the 
Navy. He tried first to enlist in the 
Army at Los Angeles, then in the 
Marines, but neither could provide 
him with the necessary shoes. A 
search by the Navy located a pair of 
adequate size and they got the man. 































































































“Now, men—Swear you won't mention M-217 all day. 


It's the Boss’ birthday.” 








* Washington Newsreel 


coupons can be used in a variety of ways for either 


[INSERVICEABLE men’s rubber boots and rubber 
work-shoes have no trade-in value. Announcement to 
this effect has been made by OPA. The price-fixing 
agency made this announcement, backed up by Amend- 
ment No. 2 to Maximum Price Regulation No. 229. The 
amendment was effective Oct. 31. 

OPA said that it had taken this action to avoid any 
misunderstanding that might arise as to pricing be- 
cause of the provision in Ration Order No. 6—Men’s 
Rubber Boots and Rubber Work Shoes—requiring 
those who buy any of the rationed types to dispose of 
any worn-out rubber footwear owned by them. 

Because of storing and handling costs, OPA pointed 
out, dealers who receive the turn-ins are unlikely to 
realize any value. However, OPA added, if later it 
appeared some dealers would benefit unduly through 
the receipt of the ‘surrendered footwear, “appropriate 


action will be taken.” 
— * * 


| N the Washington News Reel of October 10 it was 
erroneously stated that Edgar E. Rand, Jr., had been 
appointed head of OPA’s reorganized Textiles, Leather 
and Apparel Division. It should have been said that 
Mr. Rand was appointed head of the Shoe Section of 
this division. Boor anp SHOE RecorDER regrets the 


error. 
7 * ~ 


GONE to press, and expected to be in the hands of the 
public around the first of the year, OPA’s new all- 
purpose general ration book is designed to provide a 
ready means for rationing any article as quickly as 
“danger of a critical shortage appears.” And from the 
jungle of bureaucracy in Washington come endless 
cries of shortages of almost everything from Dan to 
Beersheba so that the 150,000,000 books being printed 
may cover many items—including leather footwear— 
which are not now parceled out to customers. Simplified 
somewhat from the original draft, the book contains 
192 coupons, equally divided into two color blocks, red 
and blue, instead of the proposed several colors. 
Because of both letter and number designations, the 
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WAVES GET UNIFORMED WITH A RUSH 


When the WAVES, the women's auxiliary of the Navy, 
was first instituted things happened fast. Uniforms were 
tailored and fitted by a department store and the shoe 
department moved into the training school so that the 
girls could be correctly and quickly fitted with shoes. 
Here, Emily Saltonstall, daughter of the governor of 
Massachusetts, gets a fitting in the “shoe department” 
ey was the University of Wisconsin's Memorial Union 

all. 
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the point system of rationing, or straight coupon ration- 
ing such as is used in the present sugar rationing pro- 
gram. It could provide rationing control for two major 
lines of commodities for a minimum of six months. 


~ ie * 


THE Quartermaster Corps has developed two types of 
footgear to permit mountain troops to do difficult, ad- 
vanced climbing on precipitous cliffs where boots with 
metal cleats are not satisfactory. Both types, to be pro- 
vided soon, will make it possible for the wearer to get 
a firm foothold by digging their toes deep into crevices 
which are too small for leather boots. 

Type No. 1 is a canvas-top, rubber soled item, very 
similar to the standard basketball shoe but with con- 
siderably more traction. The other shoe, especially 
designed for use on wet, rocky terrain, has a leather 


top and a rope sole. 
7 a ” 


IN a revised schedule of ceiling prices which shoe re- 
pairmen may charge for attaching rubber toplifts to 
women’s shoes, issued by the OPA, inclusive prices were 
permitted to relieve repairmen on whom the original 
schedule had worked hardship and to obviate the need 
for explanations to customers necessitated by the double 
charge. The schedule, contained in an amendment to 
the original order, raises the maximum prices for 
attached toplifts, but eliminates the service charge 
previously permitted for repairs to the heel in the 
attaching process. 

The order also changes the ceilings on women’s rub- 
ber Cuban heels, with a five-cent increase permitted on 
those heels formerly with maximums of 30, 35 and 40 
cents. Another change deals with maximum prices appli- 
cable to the sales of rubber heels by one wholesaler to 
another who during March, 1942, bought at prices 
higher than those established in the regulation as it was 
originally issued. In such cases the top permissible price 
is the maximum price to repairmen, less 20 per cent. 

Two methods of marking women’s toplifts to indi- 
cate their physical strength are approved in the regula- 
tion, and the maximum price for men’s and women’s 
combination rubber and leather top lifts has been ad- 
justed to conform with prices in effect Dec. 18, 1941. 
Minimum abrasion ratings required of whole heels to 
make them fall within various price classifications have 
been lowered, in recognition of the usual manufacturing 
practice and of the inability of the industry to make 
whole heels of high abrasion with the grades of re- 
claimed rubber at present available. 











STRONG BUYING POWER 





AT NATIONAL SHOE FAIR 


THE National Shoe Fair fulfilled its purpose perfectly. 
It assembled an entire industry to study the new shoes 
that can be made under M-217. It was well timed. It 
had a serious approach and it revealed a full measure 
of compliance to M-217. The underlying spirit of the 
show held in three hotels, The Morrison, The Palmer 
House, and the Sherman, was to produce dependable, 
useful footwear and to eliminate wasteful types and 
short seasoned styling. The decoy types of shoes for 
window display were definitely out of the picture. The 
buying was real, it was earnest, and it was sane. But it 
was much too much for the industry to complete in time 
for customary Spring showing. The underlying facts as 
proven by the tremendous orders that tanners have 
received in the last five weeks will no doubt sabotage 
most of the buying. Because we are at the bottom of the 
barrel as far as sole leather is concerned and short on 
types of upper leather, this industry has got to make 
every scrap of leather serve a useful foot covering pur- 
pose so that America can be adequately shod. We are 
not alarmists in the sense of wildfire reporting, but retail 
business has been so good in the ten months of 1942 
that the desire for new shoes is greater than the capacity 
of the factories of the country to supply in view of labor 
shortages, material shortages, and coming travel freight 


and express capacity. Something ominous came out of 








Four directors from different shoe centers play their 

part at the war conference at the National Shoe Fair. 

Left to right: John Bass, of Wilton, Me.; Joseph S. 

Stern, of Cincinnati; Guy Manley, of Rochester, and 
Maxey Jarman, of Nashville, Tenn. 


the address of Alvin J. Spring, chief of the shoe unit, 
War Production Board, who said, “It may become neces- 
sary to allocate finished leather, sole and possibly upper 
leather, in order to direct the end use of available sole 
and upper leather and to groove the production of 
shoes made therefrom to the necessary and fewer types 
that will be required for the duration.” 

So it’s up to the industry to serve the American 
people and to fit feet with the fewest number of shoes 
having the longest wear per pair as against the very 
prevalent idea that “you’ve got to promote to sell.” So 
it’s sizes, simplicity, and more sizes, and praise the Lord 
that you're in the shoe business and pass the sizes. So 
much for the broad philosophy of the shoe business as 
developed at the National Shoe Fair. 

Now as to the Fair itself. This was a concentrated 
Fair and its attendance was limited to executives and 
buyers having authority to place orders. At previous 
conventions it was quite the custom to bring a number 
of men from each store to get the flavor of the coming 
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The National Shoe Fair Restrains a Panic to Buy More Shoes— 


It Will Be Checked by the Sanities of Shortage 


season by personal contact. The attendance was large 
but not the tops in a poll of persons. But its buying 
power per person was the highest on record. It was an 
exceedingly friendly show. It had its light side, cock- 
tail parties, even its restrained style shows. It was well 
worthwhile. 

The high spot of the entire show was the noonday 
meeting when Al Spring spoke. Over 2000 men and 
women packed the Palmer House ball room. He was 
listened to with serious, silent attention. And the full 
significance of his talk is in this issue, so read it well. 
And reread it in the light of its consistent, practical 
application to business for the first quarter of 1943. 

Both L. V. Hershey, chairman of the board of the 
National Boot & Shoe Manufacturers Association, and 
Harold F. Volk, president of the National Shoe Retailers 
Association, co-chairmen of the National Shoe Fair, 
stressed the importance of this National Shoe Market 
Week during wartime. 

In his opening @address, Mr. Volk reiterated Mr. 
Hershey’s statement that “the interests of the entire 
industry can be served by a sympathetic understanding 
of each other’s problems, and wholehearted cooperation 


Four of a kind with their hands holding aces in the shoe 
manufacturing field play the game of M-217 at the Na- 
tional Shoe Fair meeting. Left to right: Moe Jacobs, of 
Brooklyn; Irving Florsheim, of Chicago; Herbert N. 
Lape. of Columbus, and Roger Selby, of Portsmouth. 
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between the national associations of both the manu- 
facturers and the retailers.” 

Continuing, he said: 

“This very meeting is an instance of what can be 
accomplished by that sort of cooperation. Conventions, 
in the ordinary sense, are a peacetime phenomenon. 

[TURN TO PAGE 32, PLEASE] 





ON A WAR FOOTING 


Dependable shoes, smartly styled, filled the sample 
rooms at the Morrison, Palmer House, and Sherman 
Hotel in Chicago proving that even under M-217 re- 
strictions it was possible to give the American public 
classic, beautiful, simple shoes. Spring stressed sizes 
and next Spring is a season of sizes. And there in eleven 
words is the complete strategy of the shoe industry- 
and we hope you get them. 

Most factories limited their sales to previous cus- 
tomers taking no new business. One famous house 
showed no samples but sold boutonierre rosettes of war 
stamps and bonds by the hundred. You could see them 
everywhere on coat lapels as an outward symbol of the 
responsibility of a patriotic industry. 

This convention will be long remembered as the great 
peak of business. It exceeded the Milwaukee convention 
which followed the last war. It was a wonderful tribute 
to the strength, thoroughness, character and ingenuity 
of a useful industry—now on a war footing. 











The voice of Spring was heard 

in the shoe industry war meet- 

ing in vigorous advocacy of sim- 

plification of sizes and sanity 

in shoes. Chairman Hershey, 

seated, left, was master of cere- 
monies. 


THE VITAL ROLE OF SHOES 


THIS gathering of manufacturers, retailers and sales- 
men at the industry’s second National Shoe Fair since 
the beginning of the war, was generally well timed. It was 
refreshing to observe in the many lines on display 
in the three hotels, the Morrison, Palmer House and 
Sherman, in Chicago, November 2, 3, 4 and 5, a 
serious approach to the problems confronting the in- 
dustry and a full measure of compliance, generally 
speaking, to restrictions placed upon the industry to 
date. The underlying spirit that is permeating this great 
industry from a women’s style viewpoint was seen at 
noon Monday while listening to Glamour tell and Vogue 
show. The Mesdames Sweet, Montgomery, and Maxwell 
vividly pointed out the possibilities of tailored, refined 
feminine footwear in keeping the home front conserva- 
tively attired from the standpoint of style, as Vogue 
and Glamour see it. 

The industry is made up of men and women who 
comprise it, and on them rests the proper direction and 
carrying out of all the restrictions placed upon it. Being 
a high type industry, and definitely resourceful and 
ingenious, problems to come will be met, I am sure, 
through immediate adaptation to new conditions what- 
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ever they may be, by the industry itself, which means 
by the men in it. 

I feel it of value and of import to quote the greetings 
extended by the veteran Everett Terhune to this National 
Shoe Fair which were quite appropriate. Some of us 
may have missed it but I think it bears repetition. 
Quote: “To the great American shoe industry which is 
playing such a vital and honorable réle in our country’s 
war effort. We trust that this great gathering may prove 
a useful contribution to the undertaking in which the 
nation is engaged and upon which depends the future 
success, prosperity and existence of our industry. We 
look to this War Conference Meeting and Market Week 
to clarify our thinking and point the way to a solution 
of many of the problems that confront us. It should 
prove of inestimable value in these troubled times by 
affording an opportunity for merchants, manufacturers, 
executives and sales representatives to co-ordinate their 
efforts and plan for the more efficient discharge of their 
responsibilities to the nation. 

“Thus may the coming National Shoe Fair in Chicago 
help us to speed the glorious day of victory, peace and 
prosperity for all America.” 
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ALVIN J. SPRING’S address at the Tuesday noon 
luncheon, held in the Grand Ballroom of the Palmer 
House, was the main feature of this second day’s pro- 
gram. His talk, as follows, on the shoe industry’s re- 
sponsibility under war economy, was direct and to the 
point: 

“Time was,” he began, “when shoes were not as 
plentiful and as easy to get as they have been in the 
last quarter century. Heavy box calf brogans were the 
popular style at the start of 20th Century. Since the 
middle 1920's there has been a tremendous stepping up 
of types of shoes and of materials for making them. 
We have become so accustomed to this plethora of 
plenty that we have accepted it as conventional and 
normal, although when you take time out to think it 
through, you will agree that it is a relatively new con- 
dition. 

“That situation could be indulged in up to Dec. 7, 
1941. But after eleven months of war, it obviously is 
the shoe industry’s responsibility to readjust normal 
operations to war-time needs to release fighting men, 
skilled labor, freight and express and plant space 
wherever and whenever necessary to the more urgent 
military needs. 

“Shoe Conservation Order M-217 is now history. 
It was heralded nationwide as consistent and practical— 
it was a virtuous order—it is important to follow it 
carefully. 

[TURN TO PAGE 30, PLEASE] 


IN THE WAR 


ALVIN J. SPRING COVERS THE WAR RESTRIC- 
TIONS AND THEIR IMPORTANCE TO THE HOME 
FRONT BEFORE THE COMBINED CONVENTIONS 
OF THE NATIONAL SHOE RETAILERS ASSOCIA- 
TION AND THE NATIONAL BOOT AND SHOE 
MANUFACTURERS ASSOCIATION AT THE 
NATIONAL SHOE FAIR, CHICAGO, ILL. 


Every shoe man at the National Shoe Fair has a son or 
relative in the armed forces of the United States. Emble- 
matic of this patriotic spirit we present the War front 
and the Home front in one picture. Harry A. Johansen, 
head of Johansen Bros. Shoe Co., Inc., St. Louis, Mo., 
and his son, Maj. Harry Barnes Johansen of the Ferry 
Command stationed at the Army air base in Romulus, 
Mich. 
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NEW OFFICERS NATIONAL SHOE RETAILERS 
ASSOCIATION 


President 
HAROLD F. VOLK, Volk Bros., Dallas. Texas. 


V ice-Presidents 
ALBERT WACHENHEIM, JR., Imperial Shoe Store, New 
Orleans, La. 


EDWARD C. ORR, Potter Shoe Store, Cincinnati, Ohio. 
GEORGE B. HESS, N. Hess & Sons, Baltimore, Md. 
OWEN G. METZGER, Wetherhold & Metzger, Allentown, Pa. 


NEW OFFICERS NATIONAL BOOT AND SHOE 
MANUFACTURERS ASSOCIATION 


Chairman of the Board 
GUY MANLEY, E. D. Reed and Co., Rochester, N. Y. 


President 
JAY O. BALL, Chrysler Building, New York City 


Treasurer 


E. S. GERBERICH, Gerberich-Payne Shoe Co., Mt. Joy, Pa. 


Secretary 
MISS RUTH S. FREEMAN, Chrysler Building, New York 


City. 





Boot and Shoe Recorder Daily, published in Chi- 
cago during the shoe fair, stated in a headline 
that A. J. Spring, Chief of the Shoe Unit, War 
Production Board, advocated reduction of shoe 
stocks and fewer sizes. This was an error. What 
Mr. Spring advocated in his address was a reduc- 
tion in stocks and fewer types of shoes but more 
pairs per stock number in sizes and widths to 
give a correct fit. Boot and Shoe Recorder ex- 
presses its deep regret to Mr. Spring for this 
regrettable misinterpretation of his remarks. 











Navy and white was the perenially smart color combina- 
tion in this beach costume. Other shirts and accessories 
gave variety to the basic long shorts, worn with each 
combination and shown several times on the runway. 


Change of shoes and accessories makes a new costume of 

this basic blue dress. Shown here with brown fabric 

clog sandals and a glittering brown scarf to compliment 
a soldier beau. 


NEW SHOES 


Slacks for country and beach wear and slacks for dinner. 

Slacks will still be good for many and varied occasions. 

Black espadrilles with ankle straps are worn with the 

dinner slacks here; white fringed tongue casuals with 
the sports outfit. 


Costumes and Accessories Courtesy of Marshall Field & Co. 


WomEN are going to look more attractive than ever 
this Spring and with fewer, less elaborate clothes. For 
this we must thank the clever wits and good taste of 
designers and fashion coordinators. Government re- 
strictions have served to set a new high in style creation 
and distinguished dressing. 

The style show presented jointly by Vogue and 
Glamour magazines in the Terrace Casino of the Morri- 
son Hotel, Chicago, showed what can be done with the 
use of basic costumes and change of accessories. Editors 
in charge of the Show were Eleanor Scully Mont- 
gomery and Muriel Maxwell of Vogue and Peggy Sweet 
of Glamour. The Vogue editors handled the portion of 
the Show dealing with accessory changes with a variety 
of costume types, under the heading, “Vogue Shows a 
Wardrobe for these Times”. Under the title “Glamour 
Tells”, three leading points were covered: 1. Why 13 
million career girls with the fattest payrolls in history 
are the country’s most constant spenders. 2. How many 
pairs of shoes the girl with a job now owns and how 
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HAVE A NEW 


PURPOSE... 


Fashion Show at National Shoe Fair in Chicago this Week Featured Clothes 
with a New Purpose, Planned for Wartime Needs and Economy. Shoes and 
Accessories Were the Highlights, Skillfully Varied to Give a New Look to 
Basic Costumes. Career Girl Customer's Shoe Needs Were Featured, Guide 
Posts to the Demands of a Consumer Market of 13 Million Women. 


many pairs of shoes she wants to buy next Spring. 
3. What basic types of shoes career girls from coast 
to coast prefer for work, for dress, for play. 

Variations on basic costumes were cleverly worked 
out in a series of costumes ranging from play to eve- 
ning. A simple white gabardine dress, for example, was 
an all-purpose Summer daytime costume when casual 
shoes, belt and gloves were worn. Gold kid slippers 


For late afternoon, dinner and evening, the short skirt 

and low cut neckline carry over into Spring. The shoes 

the hat, the necklace are highlights in costumes like this. 
Shown here with jet-trimmed black d’Orsay pumps. 


Gray flannel skirt and striped blouse brightened by the 

addition of a white jacket, red belt and beret and yel- 

low string gloves, supplements to a gray costume, built 

for travel and packability. Note the simplicity of the 
brown low heel shoes. 
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by ELEANOR RUTLEDGE 


. very low heel and youthful . . . and matching belt 
turned this classic spectator dress into a Summer eve- 
ning dress with the new short-skirted idea. 

A basic light blue evening dress appeared on the 
runway, once with navy blue accessories for a date 
with a sailor; once with brown shoes, scarf, etc., to 
please a soldier friend. The dress had a totally dif- 
ferent look with the change of accessories. 

Changes were rung on every type of costume. Even 
the same pair of green slacks was given two interpreta- 
tions by a change of accessories. Worn with a matching 
jacket, the costume was tailored and almost formal. A 
white sweater, cap and shoes added to the same slacks 
resulted in a beach or country outfit. 


[TURN TO PAGE 32, PLEASE] 











A pleasant discussion of the place of boys’ shoes 
in the 1943 picture takes the attention of these 
Gerberich Payne customers and representatives. 
Left to right: Clyde E. Gerberich; Keith 
Pickerell, Mrs. Elmer Lord of Wolf Dessar, 
Fort Wayne, Indiana; Albert Wachenheim, Jr., 
Imperial Shoe Store, New Orleans, La.; Earl 
Stansbury and Walter Brandel, Chillicothe, O. 


Warren Bulkley of the United Shoe Machinery 

Corp. proudly presents the five little Gremlins 

who keep the machines fit for shoe production 
for war and the home front. 


A great names comes back to 
the Fair. ~ American Gentle- 
man Shoes, the national favor- 
ite after the last war, is reborn 
at the Palmer House. Execu- 
tives of the Craddock-Terry 
Shoe Corp., men’s division, 
listened to John James, gen- 
eral sales manager, explain the 
many new features of this new 
line (left to right) L. F. Al- 
mond, John Craddock, John 
James, and Les Hill, American 
Gentleman style man. 
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These E. E. Taylor representatives are proud 
of the success of their new imitation wing tip 
shoes. Left to right: W. N. Comer, S. L. Keene, 


and Palmer Hayes. ' 
Green Shoe Mfg. Co., Boston, Mass., Palmer 


House (standing, left.to right): Dave Aron- 
son, Green Shoe Mfg. Co.; Ensign T. K. 
Lalonde, U.S.N.R., formerly with Green Shoe 
Mig. Co.; Tom Lalonde, Green Shoe Mfg. 
Co.; Harry Lewis, Lewis Brothers, Joliet, Iil.; 
(seated, left to right): I. N. Lewis, Lewis 
Brothers, Joliet, Ill.; S. L. Slosberg, Green 


Shoe Mfg. Co.; Joe Lewis and Mike Lewis, 
Lewis Brothers, Joliet, Ill. 


“Tops” in service is the key- 
note of the Johnsonian display 
of the concentrated line of 
men’s shoes. Fred E. Dick- 
roeger, head of the St. Louis 
division, and Douglas Blaim, 
sales manager on the duty 
front, look over their line. 
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Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Who is Carrying the Ball? 


THIS time it’s the shoe manufacturer. 

Never in his experience has he had to cope with such 
problems within the factory itself. Shortage of sole 
leather, shortage of labor, limitations of critical mate- 
rials, impounding of stock for government use and a 
thousand and one new things he never had to bother 
about before. With it all, he has been able to produce 
all this season’s shoes. And to do some of the work on 
next season’s shoes, he has had to strictly conform to 
M-217. At the moment, factories are humming. 

The underlying intent of M-217 was to reduce the 
number of pairs of shoes manufactured. It was thought 
that by cutting off two-tone shoes, restraining color and 
squeezing style at the source, those shoes that repre- 
sented short wearing characteristics (by this we mean 
types of extra shoes that are worn only occasionally, 
or to fit into a dress and suit color match, or, in fact, 
any shoes that were accessory to fashion and worn sel- 
dom or irregularly)—that production would show a 
marked decline. This the Order will definitely do, in 
time. 

Washington must have a certain measure of patience 
even if we finish the year at over 400,000,000 pairs. 
When the machinery of the big shoe industry is in 
gear, it has got to continue to grind out what’s in the 
works and this takes weeks of time. You will see short 
production next February and March, when the natural 
cycle for the manufacture of two-tone shoes for Summer 
wear would be in motion. This decline in shoe pro- 
duction will be accelerated by the withdrawal of men 
from machines because, remember, a_ skilled 
worker knows how to handle machinery and that skill 
is going to be drained out by every effort of government 
to get skilled workers for the war machinery. 

Every shoe manufacturer will find this out. It won’t 


shoe 


be until next September, perhaps, when we will reach 
the point “// you have six customers and five apples 
and you want to share them equally, how would you 
do it? You would make applesauce.” Well, this is no 
double play on words, but shortages will come by next 
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can truthfully say “Praise the Lord and pass the sizes.” 








September, when store stocks are drained and manu- 
facturers are unable to replenish. 

We give you these points this week because they 
sum up, in large measure, conclusions reached at the 
National Shoe Fair. Many factories are already in the 
position of not taking any more Spring orders because 
of the limitations as herein emphasized. 

Manufacturers who are thinking ahead are spending 
more time selecting and training women to do the work 
formerly done by the skilled hands of men. Believe it 
or not, in some factories they have found women to be 
even more competent than men in cutting leather and 
in some factories the packing process which had here- 
tofore been almost entirely a manpower job is now 
bending toward the “weaker” (but available) sex. 

So far the picture, as the merchant faces it, has been 
one of great progress and some prosperity. Certain 
acts by government have actually helped the retailer. 
For example, under OPA he might have had a ceiling 
put on his own prices, but he certainly cut off all com- 
petition on price. No longer are the advertisements 
comparative in price; no longer is the consumer shop- 
ping for a price. Price consciousness was wiped out 
by the fist of Leon Henderson. 

Under WPB the one outstanding shoe act and order 
was M-217 and what did that do? It said: “Buy fewer 
numbers. Buy shoes that are useful. Buy fitters and 
buy sizes.” Certainly all this came about through M-217. 
The retailer with a business built on sizes will sell to 
the last pair. 

If inventory control does come by act of government, 
that, too, will be, in a way, beneficial to the average 
shoe retailer. It will force him to study turn-over as 
he never has before. The very limitation of his inven- 
tory will accelerate his turn-over, providing he can get 
the shoes. 

So, as it has been said, every obstacle becomes an 
opportunity and from now on, considering the fact 
that men, women and children must wear footwear, we 





Boot and Shoe Recorder 











= 








“GET OUT YOUR 





IWANT 
A PAIR OF JARMANS” 


The current Jarman national advertising has been called the most 


strikingly different ever seen in the men’s shoe business. Its tremendous 















pulling power is indicated by the hundreds of inquiries we have 
received from interested men all over the nation requesting the address of 

their nearest Jarman dealer. Here is positive proof that thousands every day are 
following the suggestion, “try on a pair of Jarmans, and let the shoe horn be the judge.” 
Jarman’s new advertising for Spring is designed to insure dealers against a 
“customer shortage,” and help them reap profits from this trend of “shoe 

horn consciousness.” The Jarman representative, now in your territory, will 
be glad to show you the new Jarman Spring and Summer line, 
and the dramatic, selling promotional material designed to 


sell Jarman Shoes for you this Spring. 






TO RETAIL AT 


588° 


MOST STYLES 


JARMAN SHOE COMPANY @A Division of General Shoe Corporation @ NASHVILLE, TENNESSEE 











KEEP Gzaehed CLEAN 


Clean brushes last longerand do 
better work. Hold a wet sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean- 
ed at least twice a day. 


USE ALL OF THE B7zach 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
valsalso aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 


USE Bzaehed CORRECTLY 


Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 
also mat down the hair or bris- 
tles causing them to cut against 
each other. 


2 


Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 


TAKE GOOD CARE OF WHAT YOU HAVE 


WHY CONSERVE? 
Demands on the time, raw 
stocks and energy needed 
to replace wastefully used 
materials, detracts from the 
facilities needed to further 
the War Effort. 
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NEW DEPARTMENT APPEALS 
TO YOUNG MASCULINE TASTES 


WURZBURG'S IN GRAND RAPIDS, MICH., HAS DESIGNED 


ITS MEN'S AND BOYS" 


DEPARTMENT WITH AN EYE TO 


THE LIKES OF THESE CUSTOMERS. KNOTTY PINE WALLS 
AND WHITE ASH CHAIRS AND TABLES MAKE FOR SIMPLIC- 
ITY OF APPEARANCE IN COMFORTABLE SURROUNDINGS. 


THERE is nothing more mannish in appearance than 
knotty pine, and Wurzburg’s, in Grand Rapids, Mich., 
has a new shoe department for men and boys which is 
aimed to appeal to masculine tast>. 

Originally, the men’s department was located on the 
first floor with men’s furnishings. But the department 
was popular and space was much too cramped. Boys’ 
shoes were sold with women’s shoes and this was dis- 
tinctly unpopular from a young man’s point of view. 

Even young boys resent buying their apparel in an 
atmosphere that appears feminine; it was decided, 
therefore, that a whole new department would be 
organized, providing more room for men’s shoes and 


appealing to the young masculine trade which would 
no doubt find the new arrangement favorable. 

The mezzanine floor was selected, adjacent to boys’ 
clothing. The walls are done in southern knotty pine; 


The men’s and boys’ 
shoe department at 
Wurzburg’s. The wall 
displays are of shadow 
box variety; with 
greenish blue  back- 
grounds. Note the 
masculine atmosphere 
of the entire depart- 
ment. 
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chairs and display tables were specially designed of 
white ash. The whole appearance is masculine and 
comfortable. Shadow box display is used with a green- 
ish blue background. Lights are in brass wall brackets, 
and the floor is covered with linoleum of a knotty pine 
design to match the woodwork. Rugs and drapes are 
in harmonizing blue greens to complement the back- 
grounds. Grand Rapids Store Equipment Co. was re- 
sponsible for the interior. 

The department specializes in all types of men’s foot- 
wear, but the hard to fit foot is a steady customer. Since 
the men’s and boys’ departments have been combined, 
sale of boys’ shoes have climbed. 

C. C. Averill has been the buyer for six years and 
continues in that capacity. He has had a background 
of over 20 years’ shoe experience in Grand Rapids. 

















“The virgin lady, M-217, extended 
her hand of helpfulness to an industry 
that needed her after nine months of 
war. Be careful not to abuse her. She 
has an appeal (clause) which is tempt- 
ing, but she also carries a penalty. 
Cherish her and prove equal in char- 
acter and courage by living up to her 
standard. The industry is now facing 
hardships and conditions that will test 
its mettle, but that will also prove its 
worthwhileness. 

“Fears abound that the nation’s pur- 
chasing power will be unleashed on 
shoes to the extent that consumer pur- 
chasing of pairs will exceed production 
of pairs. That could readily be, but you 
can certainly take steps of your own to 
obviate it—tanner, shoe manufacturer 
and retail distributor alike. If that 
does happen it will more than likely be 
caused by the lack of serious applica- 
tion by the industry to the sombre prob- 
lems that lie ahead; by a continuance 
of normal time promotional activity, 
and by thoughtless production. Pro- 
duction and distribution of wasteful 
types and lengthy variety of footwear 
that unnecessarily use ‘up sole leather 
or composition rubber soling is an ex- 
travagance we can’t afford to indulge 
in for the duration. 

“Purchasing power need not be ex- 
pressed in more pairs sold to the con- 
sumer, but rather in better pairs—bet- 
ter made—better fitted—of quality that 
gives better service. Ill-fitting footwear 
with nothing much more than eye ap- 
peal to attract the public possibly was 
a tolerable extravagance when material 
was so abundant that we never ap- 
proached getting down to the ‘bottom 
of the barrel’ of leather supply. This 
does not infer that an over-all increased 
price be paid by every consumer for 
shoes, but rather, since there are un- 
doubtedly millions whose purchasing 
power is not above increased living 
costs, that they be guided into more 
mileage for their money. 

“Undoubtedly the best way, only for 
the duration, of course, to prolong stay- 
ing in the retail shoe business is to get 
down to a greatly reduced wartime bal- 
anced stock of shoes necessary to keep 
your part of America well shod. This 
means fewer stock numbers, but more 
pairs per stock number in sizes and 
widths to give a topnotch fit—a service 
station now if you please—not a pro- 
motional bazaar—for the duration. 

“The same applies to shoe manufac- 
turers. Concentrating production and 
distribution on fewer types of shoes is 
not only insurance against having to 
back order at wholesale or of missing 
a sale at retail, but it also is a neces- 
sarv wartime requisite. What a pity 
to have plenty of shoes in wholesale 
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The Vital Role of Shoes in the War 


[CONTINUED FROM PAGE 21] 


stocks while a few best sellers are out 
of stock and to have a store full of 
variety and customers can’t be fitted. 
Why continue to stock a variety of de- 
coys now when necessity demands con- 
centration on fewer shoes? 

“The sooner this is realized by in- 
dividual manufacturers and retailers, 
the better. Those who take positive 
action will doubtless find themselves in 
a better position to withstand any 
tightening up of the present provisions 
of Order M-217. 

“All classifications of shoes for the 
whole family need decided culling or 
paring down from the conventional 
peacetime bad habits. Work shoe va- 
riety may well be reduced. Shortages 
or scarcity due to wartime dislocations 
may be deferred if not avoided, if pro- 
duction is directed to a balanced, well- 
chosen, few numbers in work shoes. 

“Hi-cut blucher work boots likewise. 
For the duration the few work boots 
permitted may well be limited to less 
height, and the upper leather saving 
directed to standard height work shoes. 
Simple, everyday shoes for the rest of 
the family require this same paring 
down process. During the sombre days 
that lie ahead, Mother and Big Sister 
will not want and will not need the 
glamorous variety of types (mark- 
downs for most retailers) presented to 
them in the days of plenty to create 
desire and for building up production 
and dollar sales volume. 

“All types of upper material will still 
be required to produce the footwear 
needs of the family and all available 
kid, calf, side, elk, Retan, suede, patent 
and other leathers should be utilized 
to meet the need for producing tailored, 
dressy, attractive and sensible footwear 
—and durable sturdy utility shoes. We 
were drifting far out in producing and 
stocking variety not only for women but 
also for men, too. The war forces us 
now to come in a long way and stay 
close to shore. 

“Equitable distribution of shoes at 
the consumer’s level is a matter that I 
think it well to speak frankly and open- 
ly about here at this time. It is not a 
secret—it is being discussed every- 
where—shoe sales may have stepped up 
because of the printed word and verbal 
conversation relative thereto. Equita- 
ble distribution at the consumer’s level 
means dividing fairly the supplies we 
have among all who need them. It is a 
plan of necessary sacrifice at a time 
when the country’s welfare demands 
it. America must be .amply shod 
throughout the duration, whether or 
not by the regular, normal, conven- 
tional method. It is clear that it is the 
duty of the industry to get set now to 
meet this problem. 


















“In the recent survey by J. G. 
Schnitzer, Leather and Shoe Econo- 
mist of the U. S. Department of Com- 
merce, entitled ‘Leather and Footwear 
Outlook Through 1943’, it is clear that 
sizable stocks of finished shoes are 
available countrywide. New production 
is coming through, so there need be 
no fear of sudden unexpected short- 
ages, provided new daily poduction is 
placed on fewer numbers, and not 
scattered over too many kinds. Even 
though consumer purchasing of pairs 
does temporarily accelerate above the 
rate of current production, there need 
be no immediate fear of natural scar- 
city. On the contrary, distributors 
currently have excessive types and too 
many stock numbers in shoes which it 
would be well to sell out during this 
period. As these unwieldy stocks of 
many numbers sell out, it is imperative 
to immediately curtail replacements to 
fewer numbers to fit into your new 
balanced wartime stock, to insure hav- 
ing ample sizes and widths of selling 
types of shoes so that you can fit feet 
and not check up short on selling sizes 
and widths. 

“In a recent press release the plan 
for inventory control was mentioned, 
indicating an allowance of the ratio of 
inventory to sales based on the average 
of the years of 1939, 1940, and 1941. It 
is good practice to rebuy in ratio to 
sales so this should not be a deterrent 
to replenishing your simplified stocks 
in ratio to your rate of sale. The in- 
ventory control plan is obviously de- 
signed to distribute shoes equitably to 
all retailers. Getting a close-up of this 
picture makes it clearer that Order 
M-217 which restricted the use and re- 
duced the colors of upper leather and 
restricted the use of sole leather, and 
put a definite limit on styling, was an 
important step, making it imperative 
for production to be channelled into a 
more simple, more controllable, com- 
pact line of shoes. Directing the flow 
of all sole and upper leather into re- 
stricted more desirable wartime shoes 
instead of into a conglomerated line of 
variety (which uses up important sole 
and upper leather in slow-moving in- 
ventory of almost every retailer) was 
the intent of Order M-217. 

“It is most reassuring to feel and to 
know that all Americans can and will 
be well shod for the duration, whether 
or not equitable distribution is intro- 
duced at the consumer level. Although 
terrifically dislocated economically by 
concentrated bombing and intermittent, 
spasmodic air attacks, England is still 
producing her own shoes for her own 
subjects. The British elected to regu- 
late distribution to insure equitable 
[TURN TO PAGE 35, PLEASE] 
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Sensational New Success In 


FOOT RELIEF 


Dt Scholl's \aPao 
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Provides Support and Relief Where Most Feet Need It... 


AT THE BALL OF THE FOOT! 


This new kind of foot relief aid is selling like the proverbial hot cakes 
...the sensation of the industry. Dr. Scholl’s LuPad, introduced to the 


Soft, cushioning pad 
pillows 
Metatarsal Arch 


For Salespeople 
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public a year ago, is demanded by men and wo- 
men in every walk of life. And no wonder...for Dr. 
Scholl’s LuPad provides cushioning support where 
most people need it most—at the ball of the foot. 
This feather-light support loops over the forepart 
of the foot...its pad of soft Latex Foam snuggles 
up under the Metatarsal Arch, gently pillowing it 
and relieving pains, cramps, callouses, and burn- 
ing sensations at the ball of the foot. “Just like 
walking on air”... that’s the feeling Dr. Scholl’s 
LuPad gives its wearers. 


Orders and Reorders Are Pouring In—Dr. Scholl’s LuPad sells on sight... gives you 
amazingly fast turn-over. Everyone is a prospect, for Dr. Scholl’s LuPad benefits good 


feet as well as bad ones. 


Backed By A Huge National Advertising Campaign — Supported by over 22 million 
ads...featured regularly in GOOD HOUSEKEEPING . .. COSMOPOLITAN ...WOMAN’S HOME 
COMPANION ...McCALL’S ... LADIES’ HOME JOURNAL...THIS WEEK ... AMERICAN WEEKLY 
..» MADEMOISELLE, etc. 


Order Your Supply Now... Get This Business — Made in sizes—Women’s, 3, 4, 5, 6,7, 
8,9,10; Men’s, 7, 8, 9, 10, 11, 12, 13. Retails at $1.00 pair (sold in pairs only) Whole- 
sale, $8.00 dozen. Packed in colorful display container—1 doz. or 3 doz. assorted sizes. 


THE SCHOLL MFG. CO., Inc. 62'w- iain st, tow York 


For Nurses, Beauty For “‘Dress-up”’ Invisible under 
Operator:, etc. Occasions the Hosiery 




















































































































































MEETING THE 
FOOTWEAR NEEDS 
OF WAR WORKERS 


Men and women defense work- 
ers who spend long hours on 
their feet soon find that flim- 
sy, weak constructed shoes 
will not hold them up. 


They realize that in order to 
stay on the job with maximum 
efficiency, foot trouble must 
be avoided or overcome. 


Health Spot Shoe wearers who 
are going to work in defense 
plants are telling their fellow 
workers about the wonderful 
comfort and _ service these 
shoes give. 


As a result, defense workers 
all over the country are turn- 
ing to Health Spot Shoes. So 
much so, that it is impossible 
to keep up with the demand. 


We realize how important 
proper footwear is to people 
whose jobs depend on their 
feet, especially men and wo- 
men engaged in vital war pro- 
duction, and we are making a 
supreme effort to make as 
many Health Spot Shoes as we 
possibly can. 


Our civilian production has 
been reduced, due to the fact 
that a part of our manufac- 
turing facilities are being 
used for making men’s Navy 
high shoes, but we are proud 
to be able to play this part in 
the defense program. 


This is a trying period and we 
know we can count on the pa- 
tience and good will of our 
many dealers whom we are 
trying to serve in the best 
manner possible. 


MUSEBECK SHOE COMPANY 
Ilinois 
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Their characteristics are more or less 
universal, whether the gatherings be of 
shoe men, bakers, lawyers, oil men or 
what-have-you. American business and 
professional men are gregarious; they 
like to gather, visit among themselves, 
exchange ideas—and the actual busi- 
ness transacted is sometimes of sec- 
ondary importance, hardly justifying 
in itself the time and expense involved. 

“When war came upon us, quite a 
few shoe men, having in mind the ac- 
customed character of conventions in 
peacetime, felt that we could dispense 
with all conventions as too costly for 
the amount of good accomplished. The 
responsible officers and directors of 
your two national associations weighed 
the matter carefuily, considering all 
arguments both for and against the 
holding of this great national gather- 
ing. An analysis of the situation indi- 
cated that, while certain individuals 
would perhaps be benefited by aban- 
doning the meeting, the interests of 
the great majority of shoe men re- 
quired that we hold it. 

“There are three principal reasons 
why this gathering was considered so 
important in wartime. 

First: It provides a market of uni- 
versal scope where the merchant may 
review all his resources, together with 
competitive lines, in a short space of 
time. The early date permits the manu- 
facturer the additional time now neces- 
sary to make seasonable deliveries. The 


Strong Buying Power Seen at Fair 


[CONTINUED FROM PAGE 19] 


traveling man’s transportation prob- 
lems are minimized. The meeting to- 
day, with its fashion information, helps 
the merchant to visualize his style re- 
quirements under governmental edicts. 

Second: It provides direct contact 
with representatives of the govern- 
ment or other authorities who can make 
easier the adaptation to the wartime 
economy. The meetings tomorrow and 
the next day, when we will hear from 
important men of the War Production 
Board and the Office of Price Adminis- 
tration, are tremendously important to 
any alert and patriotic merchant. 

Third: These meetings provide both 
the inspiration and the means for con- 
duct of the activities of the two na- 
tional associations throughout the year. 
These associations are constantly striv- 
ing for the good of the industry, often 
in ways that are not apparent. 

“The true test of the worth of any 
association, just as of an individual or 
a nation, is how it stands up in a 
crisis, when the going is tough. My 
friends, this war is the greatest crisis 
of all time—and the going will be 
tougher and tougher. Our industry 
needs strong leadership, both among 
its individuals and in its collective rep- 
resentation. I, for one, would rather 
see mistakes made in an honest effort 
for strong constructive action than to 
see us avoid all possible criticism by 
a ‘do-nothing’ attitude.” 





Frank Newhall Resigns 


ROCHESTER, N. Y.—Acting on the ad- 
vice of his physician, Frank Newhall, 
who has for many years covered the 
New England territory for P. W. Minor 
& Son, Inc., shoe manufacturers of 
Batavia, N. Y., has relinquished that 
position. 

John Minor, a son of Morris Minor, 
has been assigned to the territory and 
has taken an apartment in Beacon 
Street, Boston. Mr. Minor, after grad- 
uating from Duke University, occupied 
various positions in the factory, learn- 
ing shoe manufacture. Then he went 
to the Treadeasy Shoe Shop at Chicago, 
where he spent more than a year, after 
which he returned to the factory. 


L. D. Fox Promoted 


INDIANAPOLIS, IND.—L. D. Fox, man- 
ager of the Nisley Shoe Store here, has 
been promoted to the position of man- 
ager of the shoe company at Rochester, 
N. Y. He has been connected with the 
organization since 1928, and been man- 
ager of the local store the last seven 
years. 

Wilbur F. Coghill succeeds Mr. Fox 
as manager of the store and has been 








connected with the company for 12 
years. 


New Shoes Have a 
New Purpose 
[CONTINUED FROM PAGE 23] 


And so, throughout the Show, prac- 
tical, versatile, wearable, packable 
clothes were given many uses by a 
shifting of accessories. There’s nothing 
new about the idea, but this is the year 
to promote it as never before. It’s a 
wartime idea which will keep women 
looking their best. It is in line with the 
Government’s policy of conservation of 
vital materials and man power. It will 
sell shoes of all kinds. The shoes you 
have made and bought for Spring and 
Summer, carefully conforming to M-217, 
have been well styled to supplement 
the dresses, suits and coats made to 
conform to L-85. The stage has been 
well set for Spring, 1943. You are free 
to do a specially good job of selling 
shoes coordinated to the new clothes. 
And don’t forget that, most important 
of all, there is an enormous new market 
of women earning new money and 
wanting to spend it. 
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Outlines Need for Inventory Control 


Special Wholesale and Retail Inventory Policy Committee 


Submits Report Showing Desirability of Such 
Control to Office of Civilian Supply 


WASHINGTON, D. C.—Findings on 
which it based its decision that regu- 
lations of inventories of consumers’ 
goods of wholesalers, retailers and 
manufacturers is essential in the war 
program have been’ submitted to 
Joseph L. Weiner, Deputy Director of 
the Office of Civilian Supply, by the 
special Wholesale and Retail Inven- 
tory Policy Committee. The decision 
to proceed directly to a formal inven- 
tory control program, instead of adopt- 
ing a method of requiring quarterly 
reports from wholesalers, retailers and 
manufacturers, was announced recently 
by WPB Chairman Donald M. Nelson. 

The special committee’s findings, em- 
bodied in an economic report covering 
the results of weeks of investigation, 
showed that the tendency toward in- 
equitable distribution of inventories 
among merchants is sufficiently pro- 
nounced to require prompt adoption of 
a control program that will bring about 
a more equitable flow of goods into dis- 
tribution channels. An analysis of the 
report showed that during the course 
of its studies the committee found the 
following general conditions of inven- 
tories : 

1. In general the inventories of 
wholesalers and manufacturers are 
“normal” or below “normal” in relation 
to sales. This condition has been the 
result of both an unusually active de- 
mand and the limitation of production 
in many lines. 

2. The inventory situation in the 
chain store field is svetty; men’s wear 
and variety store chain systems -have 
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accumulated exceptionally heavy stocks 
while the inventories of grocery, drug, 
and shoe chain systems are below “nor- 
mal” in relation to their sales. 

3. The inventories of department 
stores, especially the large stores, are 
excessive in relation to their sales. 

4, The inventories of large indepen- 
dent retail stores have increased at a 
much more rapid rate than their sales. 
The reverse has been true of the small 
independents. 

The report stated the committee’s 
belief that a formal regulation plan 
will aid in reducing the inflationary 
effects which naturally flow from scar- 
cities of goods, such as speculative buy- 
ing, the development of “black mar- 
kets,” and the decrease in the normal 
regulatory forces of competition which 
results when competitors cannot get 
merchandise. An equitable distribution 
of inventories, the report said, will help 
keep in existence thousands of small 
community stores necessary to supply 
the needs of suburban and rural com- 
munities, especially those in which war 
plants now are located. In addition, it 
stated, inventory regulation is desir- 
able in connection with any future 
rationing programs. The report pointed 
o*t that a rationing plan hardly can be 
successful unless the existing supply of 
the rationed article is distributed among 
merchants in proportion to the amounts 
of it which will be bought by their cus- 
tomers. . 

An outline of what the committee 

[TURN TO PAGE 37, PLEASE] 
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Heads OPA Rubber 
Footwear Branch 


WASHINGTON, D. C.— William W. 
Stephenson has been appointed chief of 


the Rubber Footwear Branch of OPA’s 


Miscellaneous Products Rationing Divi- 


W. W. STEPHENSON 


sion. Mr. Stephenson came to OPA 
from the United States Rubber Co., as 
manager in charge of the Buffalo and 
Syracuse districts in New York, His 
experience as salesman in almost all 
parts of the country was pointed out 
by Paul M. O’Leary, deputy adminis- 
trator in charge of rationing, as giving 
Mr. Stephenson a grounding in the 
peculiar regional needs and occupa- 
tional uses of such footwear, particu- 
larly the boots and heavy rubber work 
shoes that are being rationed. 

Since 1923, when he began as stock 
man in a rubber footwear distribution 
warehouse in New York, Mr. Stephen- 

[TURN TO PAGE 37, PLEASE] 
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Sales Volume Up in Dallas Stores 





Shoe Stores and Departments Report Satisfactory Increases. 
Military Styles and Walking Types Lead Demand 


DALLAS, TEX.—Shoe stores and shoe 
departmnets here report satisfactory 
sales volume, with emphasis on walking 
types in women’s shoes and military 
styles in men’s. Volk’s women’s shoe 
department reports that walking shoes 
in both tan and black are in big demand. 

“We are selling almost anything we 
have to offer,” reports this department. 
“There seems to be a belief in most of 
the customers’ minds that shoes are 
shortly going to be rationed, As a con- 
sequence, women are buying from one 
pair to a supply of shoes for the dura- 
tion. Suedes, tan calf and black calf are 
the popular leathers.” 

Moss green and Kona red shoes in 
semi-dress with purses to match are 
big sellers. 

A. Harris & Co. department also re- 
ports selling lots of double headers in 
walking shoes. Women are getting 
ready to do some walking when gas 
rationing comes. The store is doing a 
big business right now on suedes. 

Military styles for men are leading 
the demand here. H. V. McCargar, Con- 
formal Shoe Shop, reports, “We are 
doing a big business on men’s shoes. 
This also goes for military shoes. Due 
to the fact that there are a large num- 
ber of camps within a hundred miles of 
Dallas, we have some business from the 
officers every day. 

“It is not unusual for men from these 
camps to call and make appointments 
for Sunday and after hour fittings. 
Recently I had a call from a camp in 
Central Texas, asking if I would remain 
after hours to sell a pair of shoes to 
an ‘officer who could not arrive before 
6 P. M. When he drove up to the store 
four other officers were with him. The 
sale was five pairs. 

“Our military shoes are in sizes 6 to 
14, lasts AAA to E, and have water- 
proof soles. These seem to have gone 
over big in the maneuvers, where men 
had to be on their feet for long hours 
in marshy terrain.” 

Horace Willoughby, Dreyfuss & Son, 
who reports, “Last month was the 
biggest month in my 38 years of selling 
shoes and this month looks as if it will 
be as good or better,” says also, “We 
are selling lots of shoes to soldiers, 
sailors and marines. Civilians are also 
buying Army type shoes, but these are 
mainly prospective service men. 

“Civilian shoes in wing tip and moc- 
casin type in browns and wing tip and 
straight tip in black are my best sellers. 
Some of our customers are buying as 
many as three or four pairs. 

“We are still able to get standard 
merchandise but some modification in 
the manufactpring processes are begin- 
ning to show up. It is also becoming a 
bit more difficult to get large sizes.” 
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FOR BETTER SHOE SELLING 


These are times in which the personnel 
turnover in shoe stores is unusually high, 
due to wartime conditions. 


Proper education of the new salespeo- 
ple, so that they may serve the public 
intelligently and efficiently, is a problem 
which is receiving the thoughtful atten- 
tion of the best minds in the trade. 


BOOT AND SHOE RECORDER is en- 
deavoring to make its contribution by 
publishing articles of educational value 
about shoe fitting, shoe selling, shoe 
styles, leather and the other shoe materi- 
als that play a part in good shoemaking. 


So we suggest that shoe merchants, 
managers and buyers who comprise the 
great majority of BOOT AND SHOE 
RECORDER subscribers pass their copies 
along to these new salespeople, with the 
recommendation that they read each is- 
sue carefully. Better still, check the ar- 
ticles and features that you believe will 
be of special interest and value to the 
salespeople in your store, then make 
these articles subjects for discussion at 
your sales meetings. 





In Volk’s men’s department, Army 
shoes in buckle and lace in plain toes 
are big sellers. Also selling Navy shoes. 
L. W. Yockey says, “We are selling 
better shoes than we have been in the 
last two years. Men seem to want better 
merchandise than they used to.” 

Volk’s has been using some women 
salesladies to replace men who have 
gone to the Army. This is working out 
very well in spite of the fact that some 
customers prefer salesmen. 

A. Harris & Co’s department has 
lost eight salesmen to the Army, but 
has been able to repace them so far. 


Forest Park Holds 


Sales Convention 


St. Louis, ‘Mo.—The semi-annual 
sales convention of the Forest Park 
Shoe Company, division of Brown Shoe 
Company, was held recently at the 
Statler Hotel. Roy S. Hartson, sales 
manager, served as general chairman. 
The new sample lines were presented 
by Ed. Ruthsatz, stylist, and Frank 
Grindler, merchandise buyer. 

Forest Park’s sales and promotion 
plans for the Spring selling season have 
been broadened to include advertising 
in such fashion magazines as Vogue, 
Mademoiselle, and Charm. A. G. White, 
advertising director of Brown Shoe 
Company, and Frank Cornwell, assis- 
tant advertising manager, outlined the 
program, while Norman La Vally of 
Leo Burnett Company, Chicago, pre- 
sented the campaign in detail. 

The national Copy will feature For- 


est Park’s high heel style shoes over 
the trade name “Rhapsody,” and the low 
heel shoes including the casual types 
will carry the trade name “Merry-Go- 
Rounds.” The trorest Park road men 
attending were Shep Berkowitz, Har- 
vey G. Clarke, Bud Gerland, David R. 
Lierley, Birney Sims, and Charles 
Witosky. 


Would Loosen Price 
Ceilings on Services 


New YorK—That increased labor and 
material costs justify a “loosening of 
ceilings on retail services, at a time 
when services are becoming a more and 
more important part of retail volume,” 
is one of the proposals put forward by 
a special committee of the Bureau of 
Smaller Stores, of the National Retail 
Dry Goods Association, in considering 
the mounting problems of the small 
retailer. 

After studying various legislative 
and administrative proposals for the 
relief of small business, the NRDGA 
Bureau group voices the opinion al- 
ready expressed by NRDGA officials— 
that small business does not intend to 
“give up the ghost, and need not,” but 
that more time and attention should be 
given to methods and measures de- 
signed to keep small business going, 
without direct relief or subsidy. Other 
proposals of the small store men are: 

That some responsible authority be 
appointed, with power to see that the 
best possible use be made of all ma- 
terials available for civilian consump- 
tion. This authority could also encour- 
age simplification and development of 
substitute materials. 

That retailers are now quietly ac- 
cepting a multitude of price “squeezes”, 
but that the situation might become in- 
tolerable, and that OPA should develop 
a streamlined and uniform method of 
granting adjustments. 

Those three proposals, as well as sug- 
gestions of various government agen- 
cies, have been submitted to a number 
of small stores, with the request that 
they make known their own views on 
the serious problems involved. Morris 
Thompson, Smaller Store Bureau di- 
rector, has asked that all small store 
owners, whether members or not, ex- 
press their feelings about these press- 
ing problems of small retailers. 


Early Christmas Shopping 


San FRancisco.—The Retail Mer- 
chants’ Association of the San Fran- 
cisco Chamber of Commerce is urging 
citizens to do their Christmas shopping 
early this year, as an important factor 
in the all-out effort to win the war. 
Such early shopping will save man- 
power, remove additional burdens from 
traffic facilities, reduce congestion in 
shopping areas at late hours and will 
provide for better distribution of avail- 
able Christmas merchandise. The cus- 
tomary street decoration and carnival 
activities will be dispensed with. 


Boot and Shoe Recorder 








over 


low 
ypes 
-Go- 
men 
Har- 
1 R, 
irles 





Vital Role of Shoes 
In the War 


[CONTINUED FROM PAGE 30] 


proportions. Their per capita produc- 
tion and consumption are still ample io 
meet their civilian needs. Our civilian 
needs, also, likewise will be amply met. 

“There has not been, so far in 1942, 
any important reduction in consumer 
demand for footwear. Retail sales have 
kept pace with last year. The total of 
retail sales for the first ten months 
probably exceeds the comparable fig- 
ures for 1941. We can have no way of 
knowing whether or not this rate of 
demand will be maintained, whether or 
not as many shoes per capita will con- 
tinue to be wanted next year. Under 
normal conditions, the trade economists 
have been able to develop rather ac- 
curate estimates of probable demand 
from the relationship of income or pur- 
chasing power and retail sales. I doubt 
very much, however, whether anyone 
would have the omniscience to appraise 
future purchasing power in view of the 
extraordinary measures which have 
and will be taken to cut down spendable 
income, and in view of a more sombre 
minded citizenry. It is possible, how- 
ever, to direct the flow of leather and 
shoes so that purchasing power can be 
channelled into consumer needs rather 
than exploiting their wants, thereby 
protecting supply, and preventing un- 
due scarcity. 

“Shoe Conservation Order M-217 
was intended to reduce the margin be- 
tween potential demand and supply. 
There can be no way of determining 
now how effective it will prove to be 
and how much it will curb demand for 
civilian footwear. If its effects prove 


less than required, alternative meth- 
ods will need to be adopted to achieve 
the necessary objective. 

“It is fortunate that current inven- 
tories provide a solid buffer against 
the operation of production and civilian 
demand. It is an advantage now that 
shoe output last year and so far this 
year was considerably higher than nor- 
mally. Stocks of footwear held by dis- 
tributors at present are estimated to 
be at peak levels. Distributors obvi- 
ously have sufficient footwear to ease 
the pressure of any declining produc- 
tion for some time to come. These 
stocks do not offer a reason to defer 
action on the unequivocal outlines of 
the basic problem. It is necessary to 
anticipate and prepare for events be- 
fore they mature. 

“At the meeting of the Tanners’ 
Council, in New York, in September, 
Mr. Harold Connett, Chief of the 
Leather and Shoe Section, War Pro- 
duction Board, said that plans are be- 
ing considered, and steps would be 
taken to channel all available cattle- 
hides to produce both sole leather and 
upper leather in more equal quantities. 
The Leather and Shoe Section is allo- 
cating all cattlehides, both imported 
and domestic. These hides will be dis- 
tributed, first in their importance and 
relation to military needs. It may be- 
come necessary to allocate finished 
leather, sole and possibly upper leath- 
er, in order to direct the end use of 
available sole and upper leather and to 
groove the production of shoes made 
therefrom to the necessary and fewer 
types that will be required for the 
duration. 

“Mr. Henry A. Dinegar of the Divi- 

[TURN TO PAGE 39, PLEASE] 





Total Window Trimming Cost—Fifty Cents 





Kansas City, Mo.—The Kansas City unit of Bond Stores, Inc., installed this window 
recently at a total cost of only fifty cents; all other materials were salvaged from 
previous trims. Strong sales appeals are provided by the wise owl and the little 


strong man. 
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The display has proved its worth as a selling window, reports J. A. 
McClure, manager of the shoe department. 
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No. 285. A panel 
blucher oxford in 
antiqued army russet. 
In stock, AA to D. 
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mark-up to volume. For it’s a fact that 






91% of the men who once buy Matrix 






shoes come back for more—and that 


means profitable volume in any buyer’s 






language. Write us for details of this 






and other important merchandising 
facts about Matrix Shoes. The House 
of Heywood, Worcester, Mass. 
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When you have read this copy of the 
RECORDER, pass it along to the mem- 
bers of your sales staff and urge them 
to read it too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 


36 





Dallas, Tex.—Mike Lairsen, Glickman Shoe Company, left, and J. C. Simmons, presi- 

dent of the Southwestern Shoe Travelers’ Association, look over shoe styles and 

discuss the importance of the sectional shoe style shows in the clubroom of the 

association at the Hotel Adolphus, here. The association is sponsoring a Spriny 

Fashion Show to be held at the Hotel Ajolphus, November 15th to 18th, and reports 
heavy advance registrations. 





Kiwi Supply Continues 


New York—Cables to Lyons & Com- 
pany, United States sole distributors 
to the trade of Kiwi, indicate that they 
are now in a position to supply the 
trade with this popular English Stain 
Shoe Polish. 

Prior to their “open letter” an- 
nouncement in regard to their tempo- 
rary suspension of further imports 
which appeared in the October 24th 
issue of BOOT AND SHOE RECORDER, a 
cablegram was received by them ad- 
vising that additional supplies of Kiwi 
Stain Shoe Polish were permitted to be 
exported from England by the British 
Board of Trade. 

This cablegram was received too late 
to recall the announcement which ap- 
peared in the October 24 issue. 

Stocks of Kiwi shoe polish have been 
sent to those shoe findings jobbers who 
have been supplying their local shoe 
retailers with Kiwi Stain Shoe Polish, 
and Lyons & Company are able to 
continue supplying those shoe retailers 
who are not at present serviced by 
local shoe findings jobbers, to the best 
of their ability. 

The container of Kiwi Stain Shoe 
Polish has been duplicated, but it has 
been impossible to duplicate the fine 
quality of this outstanding English 
Stain Shoe Polish. 


Hold M-217 Fashion Show 


PASADENA, CALIF. — Some hundred 
shoe retailers from the Pacific Coast 
area met at the Hotel Vista Del Arroyo 
for the showing of the Joyce Spring 
1943 line, with Faie Joyce acting as 
mistress of ceremonies. 

The show was an excellent presen- 
tation of how shoes, made according 
to Regulation M-217, fit into the cur- 
rent merchandising and fashion trends. 
Models demonstrated the relationship 


between clothes and shoes for Spring, 
illustrating how the subdued colors in 
basic shoes will accent Spring’s color- 
ful clothes. 

Previously in styling the Joyce Iine, 
color was considered paramount. It 
was dramatically impressed on the 
assembled shoe buyers, however, that 
M-217 designed shoes were most effec- 
tive for all types of wartime clothes. 
Models dressed in black, white, blue 
and Turftan, with “M-217” on their 
shoulders, showed styles for defense 
plant, town, backyard, “carriage trade” 
and dim-out dining wear. 

In summing up the showing, Mrs. 
Joyce said, “Footwear Conservation 
Order M-217 restricts the industry as 
to color and pattern. It provides us 
with the opportunity to concentrate 
every ounce of energy and imagina- 
tion upon just one thing—quality. 
(Quality means more than materials 
and workmanship; it means fit and 
comfort, too.) 

“In the past, Joyces have been re- 
markable for fresh colors and new de- 
signs. We intend that wartime Joyces 
will be just as remarkable. The pat- 
terns for 1943 are long-lived, like all 
good fashion. And the quality regula- 
tions we have set up for ourselves will 
insure the best-made shoes in our en- 
tire history. We think you will agree 
the shoes you have just seen are the 
best looking.” 


Stores Win Window Awards 


SAN FRANCISCO.—Scrolls of honor for 
cutstanding War Chest window dis- 
plays were awarded by the Victory com- 
mittee of the Advertising Club to the 
City of Paris, The Emporium and I. 
Magnin. All stores in the downtown 
area participated in the window cam- 
paign and shoes occupied an important 
part in many of the displays. 
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Shoe Firm Awarded 
Certificate of Merit 


Rockland, Mass.—A. W. Donovan, left, 
president of the E. T. Wright Shoe Com- 
pany, here, receives “Certificate of 
Merit" from Liberty Mutual Insurance 
Company for “Smashing the 7th Column" 
—carelessness—in the Rockland plant 
for more than 500,000 man-hours. Award, 
which means no lost-time accidents have 
occurred in the plant for more than a 
year, was made by J. A. Connell, right, 
the insurance company's safety engineer 
from Brockton, Mass. 








AD YEARS WEAR ON MARBLE STARS 








Here's graphic evidence of the wear- 


dure. 


and-tear burden sole leather must en- 
Note original thickness of the 
marble stairs and thinness of treads now. 


It proves that every effort is justified to 
assure that your customers get sole 
leather with 100% wear for every iron 
That's the value measure 


Outlines Need for 


Inventory Control 
[CONTINUED FROM PAGE 33] 


believed should be considered in prepa- 
ration of a regulation program was 
contained in the report. Any control 
plan, it said, should adhere to the fol- 
lowing general criteria: it should be 
simple; it should conform to usual ac- 
counting practice; it should conform to 
the usual methods of conducting busi- 
ness; it should be inexpensive to admin- 
ister from the standpoint both of the 
government and of the firms regulated; 
it should promote the orderly liquida- 
tion of excess stocks and should not 
stimulate holders of such stocks to 
dump these precious reserves of goods 
precipitously on the retail market; it 
should allow for seasonal fluctuations 
in sales and purchases; it should not 
interfere with production; it should be 
flexible enough to permit the firms reg- 
ulated to adjust their operations to 
meet changing conditions; it should con- 
form with the natural tendency of in- 
ventories to fluctuate less rapidly than 
sales; it should, if possible, be applied 
by lines of merchandise or by depart- 


- ments. 


The report was prepared by Dr. 
Ralph S. Alexander and Dr. Harry D. 
Wolfe of the committee’s technical staff. 


“That Tireless Feeling” 


LAFAYETTE, IND.—Loeb’s shoe depart- 
ment gained many smiles and quite a 
number of extra sales from their 
patriotic and practical promotion of 
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KISTLER SOLE LEATHER 


A Balanced Tannage 


shoes, 
sole leather which has won an inter- 
national reputation for desirability. 


Buy shoes bottomed with this sole 
teather, then talk them at the fitting 
stool for greater sales and profits. 





Even today, with all the restraints re- 
quired by war, we are sending to shoe 
factories for army, navy and civilian 
the same thoroughly tanned 
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shoes for women busy in war-work or 
at least during war days. With the 
“tire” of “tire-less’” enclosed in an 
automobile tire, the store features the 
footwear as “Shoes for That Tire-less 
Feeling!” 


Blessing Stores Celebrate 


Cuicaco HEIGHTS, ILL, — Stanton 
Blessing, manager of the local F. A. 
Blessing & Sons store, and George New- 
man, manager of the firm’s store at 
Elkhart, Ind., are celebrating the 39th 
anniversary of the firm. The Elkhart 
firm bought the Bern Brothers Shoe 


Store here July 5, 1940, but the Elk- 
hart store was started Oct. 22, 1903. 


Heads OPA Rubber 


Footwear Branch 
[CONTINUED FROM PAGE 33] 


son has been engaged in selling and 
managerial capacities in the same busi- 
ness. For some time he was manager 
of Goodyear Glove Rubber Co., Cleve- 
land, a position to which he had trans- 
ferred following his appointment as 
manager of the Syracuse branch of the 
United States Rubber Co. 










To Donate Ambulance 
To Armed Forces 


New York—The Shoe Club of New 
York is sponsoring a drive for funds 
in order to donate a fully equipped 
ambulance to the armed forces of the 
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merchandising tools. 


EDGAR S. KIEFER TANNING CO 
TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. ¢ BOSTON, 42 UNCOWN ST. 
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Show Pictures of Employees 
In Service 


SAN FRANcisco—On the main floor 
of The Emporium are large display 
panels on which are pinned photographs 
of the many men and women employees 
who have entered the armed services of 
the United States, with their names and 
present ratings. 
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A. H. PLOTKIN 


U. S. A. H. Plotkin, chairman of 
the manufacturers’ group of the Am- 
bulance Fund Committee, sent a letter 
to members of the club, explaining the 
objective of the drive, and asking for 
contributions. 

Samuel G. Staff of Grossman’s Shoes 
is chairman of the retail group of this 
committee; Everit B. Terhune, presi- 
dent of Boot AND SHOE RECORDER, is 
associate chairman, and B. Fox is trea- 
surer. 

Members of the committee are: Jesse 
Adler, Edward Atkins, Ben Barnett, Al 
Bicks, Tommy Bialek, William Bress- 
ler, E. A. Brown, William H. Burger, 
M. E. Cahane, John Duffy, I. J. Fife, 
Leonard Friedman, Morgan Grossman, 
John L. Jerro, Irving Karten, B. B. 
Kimless, Jerome Lehmann, Hon. J. J. 
Lyons, D. S. Macdonald, William G. 
Monsees, N. J. McManus, F. M. Perl- 
berg, M. J. Saks, J. W. Schmidt, Sam 
Schwartz, M. M. Stollmack, J. G. 
Traeger, Stanley Weiss, Alfred Vamos, 
Jack Zirkell. Executive secretary is 
M. Morgenstern. 

Contributions may be sent direct to 
E. B. Terhune at Boot AND SHOE 
RECORDER offices, S. G. Staff of Gross- 
man Shoes, to the various chairmen of 
the committee or to the Shoe Club. 


Trade Shows Increase 
In Appeal Drive 


New York.—The boot and shoe in- 
dustry raised 20 per cent more this 
year for the war relief agencies of the 
United Jewish Appeal than last year, 
it was announced this week by Samuel 








G. Staff, of Julius Grossman Shoes, 
chairman of the 1942 War Emergency 
Campaign in the Boot and Shoe Divi- 
sion. 

About 50 volunteer workers took part 
in the drive, which was the most suc- 
cessful in the history of the industry. 
More than 200 leaders in the trade were 
present at the annual campaign dinner 
at_the Hotel McAlpin, the largest at- 
tendance ever reported. 

Mr. Staff pointed out that wartime 
needs have increased giving to all de- 
fense, war relief and local charity 
erganizations. 

The United Jewish Appeal is the 
fund-raising agency for the Joint Dis- 
tribution Committee, the United Pales- 
tine Appeal and the National Refugee 
Service, the three major American 
Jewish organizations for overseas relief, 
support of Palestine and aid to the 
refugees in the United States, 

Serving with Mr. Staff in the 1942 
campaign of the Boot and Shoe Division 
were Max L. Friedman of A. S. Beck 
Shoe Corp., honorary chairman, and 
Ben Kellner of Kitty Kelly Shoes, vice- 
chairman. 


Air Transportation 
Magazine Started 


New YorkK—John F. Budd, publisher 
of American Import & Export Bulletin 
and Custom House Guide (two publica- 
tions widely read by exporters, import- 
ers, freight forwarders and shippers) 
has taken a bold step forward in 
launching a new magazine, Air Trans- 
portation, at the beginning of this new 
era of cargo by air. It contains in- 
teresting and valuable information for 
all manufacturers who have shipping 
problems. 

The first issue of Air Transportation 
was published in time for the National 
Foreign Trade Convention, in the sec- 
ond week of October. 


Favor January Show 
In Los Angeles 


Los ANGELES, CALIF.—After meet- 
ing with representatives of the local 
shoe retailers, representative traveling 
men, shoe manufacturers and Chamber 
of Commerce over the possibility of 
holding the annual convention of the 
California Shoe Retailers’ Association 
in this city during the first week of 
January, Will S. Allen, president of 
the California Retailers, reports that 
all favor the idea. Previously the Cali- 
fornia retailers have met in San Fran- 
cisco during the latter part of May. 
Association members feel that by 
holding the convention earlier in the 
year and having it in Los Angeles dur- 
ing Market Week, all will be greatly 
benefited. As soon as the Board of 
Directors of the retailers votes to sanc- 
tion the change of date, working heads 
of various committees will be desig- 
nated by President Allen to work out 
plans for a worthwhile convention. 
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Vital Role of Shoes 
In the War 


[CONTINUED FROM PAGE 35] 


sion of Civilian Supply of the War 
Production Board, recently spent a 
month in England to study plant and 
industry concentration operations, and 
remarked that while the leather pro- 
ducing trade is at present on the WPB 
schedule of industries being considered 
for concentration, it is lower down on 
the list than some other industries. He 
mentions five rules to be used as a 
guide to the war production committee 
on concentration of production, as fol- 
lows: 

“(1) Are some or all plants in the 
industry needed for war production, 
and can they be converted? 

“(2) Is the permitted civilian goods 
production in the industry so restricted 
that economic operation of some or all 
firms is not possible? 

“(3) Is a significant part of the pro- 
duction continuing in areas in which 
there is a shortage of labor for war 
production? 

“(4) Does the industry utilize rail- 
road facilities uneconomically because 
of long hauls and cross hauls which 
could be eliminated by a concentration 
program? 

“(5) Does the industry use a sub- 
stantial amount of power, and if so, is 
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Prevent Heel Slipping, 
Stop Side Gap... 


With sheer hose at a premium—women need 
Scott's famous hose savers to stop heel slipping 
and to prolong the life of the hose. They help 
your shoe sales, too—snugging up a loose- 
fitting heel and stopping side gap. 

Available in excellent soft split leather, or a 
long-wearing suedette. Both come with a new 
improved adhesive backing which will anchor 
the Saver permanently and quickly. Simply re- 
move the Holland Cloth backing and press into 
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Suedette—75¢ Doz. Pr. $8.20 Gro. Pr. 


WRITE FOR NEW FALL FOLDER AND PRICE LIST. 
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a significant portion of the production 
continuing in areas where there is a 
shortage of power for war industries? 

“Mr. Dinegar emphasized that in- 
dustry concentration would be only a 
duration measure, and that Govern- 
ment agencies would have the duty of 
deconcentrating after the war. 

“The statistical position of finished 
shoes, shoes in production, finished 
leather and hides going into tanneries, 
indicates that from a material stand- 
point there will be an ample supply of 
shoes, provided the materia] available 
is directed into channels and controls 
as previously outlined. 

“Civilian America totally at work, 
with considerably more women enter- 
ing industry and performing more 
agricultural duties, and men employed 
at new peak levels, will unquestionably 
need better and more durable types of 
shoes, and, conversely, less of the style- 
ful frailties. The problem of working 
out equitable distribution and ample 
supply of home front service shoes is 
at present entirely in your hands and 
while you are working off the styleful 
everythings that are plentiful about 
the country, you have it in your power 
to gear up now to produce and dis- 
tribute to civilian America, out of the 
materials that will be available, enough 
shoes to do a good, dependable job. 

“Those of us in Washington working 
with the industry’s problem will en- 


deavor to sincerely devote our time 
and energy to that procedure which 
we believe is for the best. We know 
we shall have your continued coopera- 
tion. We appreciate and respect your 
acceptance and wholehearted compli- 
ance with Order M-217. The industry 
is to be commended for its activity to 
date in its desire to simplify and mod- 
ify what otherwise would be a waste- 
ful and uneconomic procedure in war- 
time. 

“We want to take this opportunity to 
thank the entire industry for its fine 
spirit of cooperation and to thank your 
industry advisory committeemen for 
their efforts and help in judiciously 
advising as well as guiding intelligent 
policy. It is a satisfaction to me per- 
sonally to be identified with the high 
type of industry that you represent, 
and it has been a pleasure to come here 
to be with you, so many of whom I 
know personally. 

“Let us ever remember that we are 
but temporary tenants in our allotted 
places and that it is our duty and re- 
sponsibility to improve our perform- 
ances so that when the great landlord 
calls us the incoming tenants will see 
that there has been improvement. Our 
responsibility for the duration is to 
produce and equitably distribute the 
footwear necessary for all the war 
fronts and for the home front.” 
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Women's Shoes 


LO Oe ee eee 
Girdle m gene Patent-hi heel—epen 
oe 
3455 Patent - continental 
heel—open toe 


Pump K 3456 Patent-hi heel — 
closed toe 


K 3494 Suede-hi heel—open 
toe 










NO SLIPPING K 3485 Suede-cuban heel— 

"4 open toe 

K 3496 Suede-hi heel — 
closed toe 

G 3484 Green crocodile-hi 
heel—open toe 


No camming 
COnceasg 
< cone 


3484 Brown crocodile-hi 


eee heel—open toe 
“ R 3484 Red crocodile-hi heel 
—open toe 


$1.90 less 5% 30 days 
Widths AA te C 
Sizes 3% te 10 

Extra charge on small orders 


GROVES SHOE COMPANY 
311 West Monroe Street, Chicago, Illinois 
Write for folder 
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Bowling Shoes 


SA ee Ee 


BROOKS 
BOWLING SHOES 
WILL NOT MARK FLOORS 

COMBINATION SOLES 

Men’s High. .$3.40 
Men’s Ox. .. 3.35 
Ladies’ Ox. .. 3.25 


BROOKS SHOE MFG. Co. 
58th & Market Sts., Philadelphia 








ltl i ile die te te i a 


Ski Boots 


Oe ee ee eee 


For Men and Women 


Designed by 
Swiss Ski Experts 


$2.85 Up 


10 “= STOCK 


IMMEDIATE 
DELIVERY 


SEND FOR CATALOG 


ARNOFF SHOE CO.,INC., 101 Duane S#.,N.Y.C 















When you have read this copy of the 
RECORDER, pass it along to the mem- 
bers of your sales staff and urge them 
to read it too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 
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Business Hours Changed 


LOUISVILLE, Ky., Business hours in 
Louisville have again been changed by 
the leading local merchants, the new 
set-up calling for stores to be open on 
Mondays from 12:30 p. m. to 9 p. m., 
and on Tuesday through Friday from 
10 a. m. to 6 p. m., and on Saturdays 
from 10 a. m. to 9 p. m. 

The new plan was announced by 
Lewis H. Burgess, president and gen- 
eral manager of the J. Bacon & Sons 
department store, as Louisville’s War 
Transportation Administrator. The 
change in starting the business day 
later is to reduce congestion in traffic. 
Some stores will, however, continue 
closing at 6 p. m. on both Monday and 
Saturday. 

The changes originally were made to 
aid military men and defense workers. 


Shoe Man’s Son 
Commissioned 


Mount Joy, Pa.—Clyde E. Gerberich, 
Jr., son of Clyde E. Gerberich, secre- 
tary-treasurer of Gerberich-Payne Shoe 





To Attend General 
Staff School 


HANOVER, Pa.—Lawrence B. Shep- 
perd, president and general manager 
Company, here, and grandson of E. S. of The Hanover Shoe, Inc., will leave 
Gerberich, president and founder of the shortly for Fort Leavenworth, Kan., 
company and treasurer of the National where he has been invited to attend the 
Boot and Shoe Manufacturers’ Asso- command and general staff school for 
ciation, received a commission as sec- a month’s course conducted by the War 
ond lieutenant in the Medical Adminis- Department in Army organization and 
trative Corps at Camp Barkeley, Tex., procedure. He was tendered a testi- 
recently. He was ordered to report to monial dinner by his fellow members 
Camp Claiborne, La. of the Hanover Board of Education re- 

Lt. Gerberich was inducted into ser- cently. 
vice in March, 1941, and was attached 
to the 51st Medical Battalion. He was . 
sent to Fitzsimmons General Hospital Awarded Minute Man Flag 
in Denver for two months for technical YOUNGSTOWN, O.—Officials of the 
training, after which he returned to his Lustig Shoe Co., Youngstown, arranged 
battalion. Last August he was sent to a ceremony recently when the Treasury 
Officers’ Candidate School at Camp Department presented the store with a 
Barkeley. Minnute Man flag for 100 per cent 
participation by employes in the pay- 

. roll deduction plan of purchasing war 
Bruner with Stone Shoe Co. bonds. For several weeks all of Lustig’s 

CLEVELAND, OHIO.—James C. Bruner, employees have been putting 10 per 
for the past four years with the Higbee cent or more of their salary in war 
Company, Cleveland, and previously bonds. 
with the Saxon Cullum Shoe Co., has 
joined the Stone Shoe Company, here, 
as manager of the second ome women’s Feature Shoes for Students 
shoe department. He succeeds Merle SAN JosE, CaL.—Herold’s the oldest 
Wilson who joined the Vitality Shoe and one of the largest retail shoe estab- 
Company as a traveling representative. jishments in this city, recently held a 

special sale of shoes for school students. 
May Co. Club The shoes were featured in black, brown 
Holds Annual Party 


and navy blue suede, and in brown, 
navy, red or green snakeskin, with 
CLEVELAND, OHI0O.—The Shoe Club, open heels and toes: 
embracing all members of the May The sale received publicity and win- 
Company’s women’s shoe department, dow display, and commanded an excel- 
held its annual party at the Artists’ lent response, it was reported. 
Club, recently. Cards and dancing fol- 
lowed a chicken dinner. 
Irving Streem, assistant buyer of the To Open New Store 
department, was toastmaster. and ORLANDO, FLA. — Benjamin Halper 
Floyd Page, buyer of women’s and has announced the formal opening of 





CLYDE E. GERBERICH, JR. 














children’s shoes, was the mein sneaker his new shoe store, to be known as 
of the occasion. Mary Wadsworth. who Irwin’s “Shoes for the Family” store. 
was celebrating her 25th year with the It is located at 201 South Orange in the 
shoe department, was presented with space formerly occupied by Leonard’s 
a wrist watch as a tribute for long ser- Men’s Shop. A complete stock of na- 
vice. Bernie Bernstein, of the Fern tionally known men’s, women’s and 
Shoe Co., Los Angeles, was a guest. children’s shoes will be carried. 
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Retail Trade Nears Peak Level 


Los ANGELES, CaL.—Retail trade in Southern Cali- 
fornia during September was featured by an expansion 
to near record levels, reports the Research Department 
of the Security-First National Bank of Los Angeles. 
Reports from downtown department stores in Los An- 
geles show that sales for this group rose approximately 
10 per cent from the relatively high level of the pre- 
vious month, seasonal factors considered and showed a 
gain of 7 per cent over the September, 1941, total. 

Some of the better suburban retail shoe stores report 
making their 1941 sales volume figures by September 
and October of this year, so their sales gain for the 
year of 1942 will be all their sales for the three or four 
months left in this year. 

The rise in the volume of retail trade, the bank finds, 
is traceable in part to recognition by the public that 
supplies of many consumers’ goods are declining and 
that rationing of a number of items is not far way. 
Announcement that nationwide rationing of gasoline 
and meat to consumers will begin as soon as plans can 
be worked out provides concrete evidence of the trend 
and apparently contributed to some revival of forward 
buying by the public. 





Promotes Branded 
Merchandise 


Atlanta, Ga.—Iin line with their policy of promoting brand- 


ed merchandise, Rich's ran this full-page advertisement — 


recently, following it up with half-pages and quarter pages 


in the local newspaper. The store has found that promo- | 


tion of nationally known merchandise brings extra business 
to the store, especially from the newcomers to Atlanta 
who have moved there since the war started. 
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The Quality STAIN Shoe Polish 


Supplies of KIWI Stain Shoe Polish Are 
NOW AVAILABLE. 


LYONS & COMPANY 


122 DUANE STREET, NEW YORK CITY 


“Longer Wear with Proper Care" 














HELP WANTED 


LINE WANTED 


WANTED TO PURCHASE 








E XPERIENCED SHOE SALESMAN; Family 
Store, suburban Pittsburgh; Permanent posi- 
tion; good salary; write fully advising draft 
status. Worthwhile opportunity for right man. 
A. E. MILLER, Sewickley, Pa. 





RETAIL SHOE MEN WANTED—Men hav- 

ing six months or more experience in retail 
selling, who are in 3-A or unclassified, please 
apply. All inquiries held strictly confidential. 
Steady work, good pay. Give age, amount of 
experience, and three character references. Ad- 
oaee Bowman Bros. Shoe Stores, Monmouth, 

inois. 





ETAIL SHOE SALESMAN WANTED: 

Experienced in ‘popular priced shoes for 
entire family, who, with brief training period, 
can assume management of family shoe store 
in medium sized middle western town. Prefer 
men now located in Indiana, Illinois, Ohio or 
Michigan. Address reply to MILLER-JONES 
COMPANY, COLUMBUS, OHIO. 





FOR SALE 


PPROXIMATELY 750 
Chairs, Wood veneer back and seat, oak 
and mahogany finish, good condition, reasonable 
price. Address #685 care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 





American Seating 





FOR SALE: MIDDLE WESTERN FAMILY 
SHOE STORE in Good Town; large vol 
ume; must sell; nationally advertised lines. 
Address #686, care Boot & Shoe . der, 100 
East 42nd Street, New York, N. Y. 





OR SALE: 
$350.00 cash, F.O.B. 
Moberly, Missouri. 


X-Ray, like new, 
Boot Shop, 


Six year old 
Waller's 








Appoint Shoe Store Manager 


OcaLA, Fta.—Harry Swain has been 
appointed manager of Lee’s Shoe Shop, 
succeeding Mr. Teuton’ who has re- 
ported for duty with the West Coast 
Army Stores in Clearwater, Fla. Harry 
Swain is reported to be the youngest 
manager in any of the Lee Shoe Store 
chain. 


Shoe Men Hold Commissions 


CHIcAGo — Members of the Shoe 
Travelers’ Association of Chicago are 
proud of the fact that five of their 
members are in the armed services and 





Short Line of Shoes—-Children’s 
preferred, for Southern California, by sales 
man of many years of successful shoe selling 


FRED KLAUS, Winneconne, Wisconsin. 


WANTED: 





POSITION WANTED 


XCELLENT MANAGER-BUYER, available 

for good shoe store; 25 years’ experience 
In every phase of business ; own stores many 
years; Will go anywhere real opportunity of- 
fered. Act now—-write or wire. Address #684, 
care Beot & Shoe Recorder, 100 East 42nd 
Street, New York, y. 








HOTELS 





5° HOTEL 
ennox 


sowntown On vrour pooRrstEP 


that all five are commissioned officers 
They are Lt. Col. John Llewellyn, Major 
Edward Streeter, and Lt. McLain Rus- 
sell of the United States Army. Lt. 
Lester H. Comes is a pilot in the United 
States Naval Air Force. Major Mor- 
timer Marks of the United States 
Marines is officially listed as a prisoner 
of war in Japan. 


To Manage Shoe Department 


WINSTON-SALEM, N, C.—John E. 
Jones, for the past year with I. Miller 
Shoes, in Washington, is now connected 
with Arcade Fashion Shop as manager 
of the shoe department. 

Mr. Jones was formerly connected 
with Arcade in the shoe department be- 
fore going to Washington. Mrs. Jones 
and daughter will join Mr. Jones soon, 
and the family will make their home 
here. 


HOE JOBS, FACTORY DAMAGED, 
samples in Women’s, Children’s and Men’s 


W. M. SHAFER, LANCASTER, KENTUCKY 





Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shees such as 
Walk-Over, Florsheim, Enna-Jettick, Vita!- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nuna-Bush, Etc. 


IRVIN RUBIN 
“The House of Jobe’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 











WE BUY 


SHOE STORES 


FOR CASH 
BARSH & CEASAR 


4th St Philodelphia, Pa 
Phone MARket 1666 


19 N 








SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shees from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 








CASH 


For Entire Stocks or Surplus Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphia, Pa. 
Phene Lombard 2062 








SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shees retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Onusual references on request 














CLASSIFIED ADVERTISING RATES 
The rate for ‘Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
eF Advertisements for this page must be in our New York Office on Friday cf the week preceding publication “ 
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Rescued from 
South Sea Island 


PorTsMOUTH, O.—Lt. Paul E. TePas, 
USN, formerly connected with the re- 
tail division of Selby Shoe Company, 
has a hair raising tale to tell. 

After finishing a search mission away 
from his carrier in the South Seas, he 
was forced to land on an island. He 
spent two nights and one day on the 
jsland, during which time he discov- 
ered a deserted native village. He was 
then met by a band of seven natives 
whom he took at first to be cannibals. 
Fortunately, the leader of the band 
spoke English, explained that his name 
was George, his mother was white, and 
that he had been born in Australia. 

The band led Lt. TePas to a neigh- 


boring island on which Allied soldiers 
were stationed. Upon his arrival at 
the Allied base, the soldiers radioed 
the news of Lt. TePas’s appearance, 
and a week later one of the Navy’s 
PBY Catalina patrol planes picked him 
up and returned him to a South Pa- 
cific air base. 

Lt. TePas is the son of Albert H. 
TePas, secretary of Selby Shoe Com- 
pany. 


Close Branch Plant 


MILWAUKEE, Wis.—According to F. 
L. Weyenberg, president of the Weyen- 
berg Shoe Manufacturing Co., the firm 
has closed its Ludington, Mich., plant. 
Closing of the branch plant, which 
employed 200 persons, was necessitated 


by the heavy demands for labor in con- 
nection with the Dow Chemical com- 
pany’s magnesium development, it was 
said. The firm’s plants in Milwaukee, 
Portage, Hartford and Beaver Dam are 
currently handling all the dress shoe 
business they can, while a second plant 
in Beaver Dam is concentrating on the 
production of shoes for the Army. 


Enlists as Seaman 


EVANSTON, ILL.—James McMillan, 
manager of the Walk-Over Shoe Store, 
here, has enlisted as a seaman in the 
United States Navy and is now sta- 
tioned at Great Lakes Naval Training 
Station. Royston Deans has been trans- 
ferred from the State Street Walk- 
Over store and succeeds him as man- 
ager. 





This handy 
STOCK RECORD BOOK 


— and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 
stock or style number consists of: 


Black Cloth binder—11%” x 13%” 

100 Daily Sales and Stock Sheets, (Form 7100) 
and 1 Comparison Form $105 

2 Inventory Pads (100 sheets) $106 


2 Buying Order Pads (50 sheets) 107 
(or 4 of each, as preferred) 


$2.50 


2.50 
0.50 
0.50 
$6.00 
(West of Denver) $6.50 


(Sample sheets with guide jor use sent on request) 
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Sales Record Slips: Form D 
Per Pad (50 Slips) 

Refund Record Slips: 
Per Pad (50 Slips) 

Customer Record Cards: 
100 (Size 5” x 3”) 
(500 @ $6.25; 1000 @ $10.00) 


Ceiling price carton tickets, Form G 
1%” x 3%” (gummed top) | gross 
(3000 @ $6.75; 5000 @ $11.25) 1000 


Shoe Carton Tickets: Form H 
1%” x 3%”, 1000 








$0.25 


Form E 
$0.15 





Form F 





$1.50 














$0.50 
$2.50 
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$2.25 
5000 $10.00 


PROFIT CHARTS —2ic. each; an accurate method of 
figuring selling prices. 


unless C.O.D. 





Check with order, please, Shipment is 


preferred. 
Orders filled jor any forms preferred. 


x* * * 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Ill. 
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Dates to Remember 
Michigan Annual Shoe Fair, De- 


troit, M n. 
November 8, 9, 10, 1942 
Northwestern Shoe Travelers’ As- 
; sociation convention, Radisson 
Oe Hotel, Minneapolis, Minn. 
November 8, 9, 10, 1942 
Southeastern Shoe Travelers’ Asso- 
Tas ciation Convention, Atlanta Bilt- 
sd more Hotel, Atlanta, Ga. 
November 8, 9, 10, 1942 
Spring Shoe Show, Iowa National 
Shoe Travelers’ Association, 
’ Hotel Fort Des Moines, 
‘ Moines, Iowa. 
November 15, 16, 17, 1942 
Show and Market Season, 
Shoe _ Travelers’ 
Association, Adolphus Hotel, 
Dallas, Tex. 


November 15, 16, 17, 18, 1942 
Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, 
Morrison Hotel, Chicago, III. 
November 23, 24, 1942 
Annual Buyers’ Week and Style 
Show, Indiana Shoe Travelers’ 
Association, Claypool Hotel, In- 
dianapolis, Ind. 
ie November 29, 30, December 1, 1942 
‘ Spring Convention, Mid-Continent 
‘ Shoe Travelers’ Association, 
Skirvin Hotel, Oklahoma City, 
Okla. 
: November 29, 30, December 1, 1942 
Middle Atlantic Shoe Retailers’ As- 
sociation Convention, Hotel Ben- 
jamin Franklin, Philadelphia. 
‘ Pa. January 10, 11, 12, 194i 






Style 
Southwestern 





England Puts Ban 
On High Heels 


‘ LONDON, ENGLAND.—Tens of thou- 
sands of high heels in the shoe manu- 
facturers’ stocks of this country will be 
wasted, it is feared, as a result of the 
ban on heels over 2% inches high which 
comes into force in November. Nego- 
tiations are taking place between au- 
thorities and manufacturers. A Board 
of Trade official said it is possible that 
shoemakers will be given permission to 
use up high heels in stock. 





7 Set Dates for Merchandising 
4 Event 


SPOKANE, WASH.—Retail merchants 
of Spokane, members of the Spokane 
Retail Trade Bureau, have set Novem- 
ber 13, 14 and 16 as the dates for the 
semi-annual Inland Empire Days, a 
special merchandising event which has 
| become popular and which is partici- 
pated in by all downtown stores. In 
' advance promotional effort, all down- 
t town streets will be gayly decorated. 


—_- 
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Mrs. Salvatore Cateria 


NIAGARA Fa.Lus, N. Y.—Mrs. Salva- 
tore Cateria, wife of Sam Cateria, of 
the shoe firm of Cateria & Whelan, 
died at her home after a short illness. 
Many Niagara Falls and Buffalo shoe 
men attended the funeral. 





== 
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